ASTERN 
Federation 
members 
will gather 
EOS for a mid- 

winter meet- 
ing at Syracuse, N. Y., 
February 23 and 24. The 
federation has a proved 
record of doing things 
for the feed industry and 
a fine program has been 
arranged for its coming 
conclave. Any eastern 
dealer, who can make the 
trip, will find it profitable 
to attend the Syracuse 
sessions and non-mem- 
bers should seize this 
opportunity to investi- 
gate and join forces with 
a live organization work- 
ing unselfishly for the 
interests of all the trade. 


| el 
VN 


Wy 


4y 


Che feed 


i 


Vol. 8. No. 2. MILWAUKEE FEBRUARY, 1932 
Merchandising Magazine of the Feed Industry 


| 
WAZ 
GENT) 
Zam 
LY fl A 42) SSS 3 
j 


lic 


creasing number of satisfied customers. Froedtert 


OR over 60 years the Froedtert trade mark has 


been the symbol of service for a steadily in- 


resources and responsibility, assuring consistently low 
prices and timely and quality shipments regardless of 
market conditions, appeal to thrifty business men who 
demand something more than a verbal guarantee of 
getting what they buy. If you are not taking advant- 
age of this type of service, it will pay you to call or wire 


Froedtert when next in the market for grain or feed. 


FROEDTERT GRAIN MALTING CO. 


GRAIN and FEED 
MILWAUKEE MINNEAPOLIS 
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Once in a cow’s stomach—or a chicken’s crop—a feed is on its 
own! Its price, the tag on the bag it comes in—count for nothing, 
To put it plainly: Once eaten, a feed either performs... or it fails! 


Results and only results have put Larro Feeds at the top of the 
heap. True, we talk big about Larro—about Larro Research Farm 
—about all factors which help make Larro best. But when you cut 
right down to the bone, Larro Feeds lead because they perform 
with bigger profits! Ounce for ounce or ton for ton, there’s 
simply more profits for the feeders built into Larro Feeds. 


And you know what feeder profits mean! They mean loyal cus- 
tomers, steadily increasing business, business that Larro pulls 
to you and holds for you! The Larro Bullseye Sign is head- 
quarters for greater feeder profits, and it doesn’t take feeders 
long to find that out. Larro Dealers are backed by a constant 
stream of forceful advertising and sales helps that pull business. 


Write today for further information. Ask about the Larro fran- 
chise in your territory. A letter now—mailed today, may mean 
big things to you. 1932 is just beginning—Begin with it—on Larro! 


THE LARROWE MILLING COMPANY 
DETROIT, MICHIGAN 


FEEDS THAT DO NOT VARY 
FOR COWS—POULTRY AND HOGS 
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Are our Customers 


Short of 


CASH 


ANY dealers say they could sell 
more feed today if their customers 
had more ready cash. 


Of course there’s a limit to the credit you 
can extend—and if a customer’s credit is 
in such bad shape that he can’t get cash 
at the bank—it is poor business to sell 
him feed. 


But perhaps all he needs is a helping 
hand. With your knowledge of markets 
—and his knowledge of feeding—it may 
be possible, in a get-together with your 
banker, to work out a credit arrange- 
ment that will be profitable to all three. 
At least it would result in a financial 
analysis that would be beneficial to your 
customer—and build good will for you. 


Service Spells Sales TODAY 


The big, nation-wide sale of Wayne Feeds 
is built on the solid foundation of ser- 
vice. That is why we maintain the Wayne 
Service Staff of recognized feeding au- 
thorities—and why we give dealers valu- 
able re-sale help and look upon the 
many-sided problems of their business 
as our own problems. 


ALLIED 
MILLS. 


Executive Offices: Chicago 


Are you 


TAKING 
ADVANTAGE 


of the favorable position of 
the poultryman? 


Poultrymen this year are making money on 
the improved ratio of egg prices to feed prices. 
Laying mashes are in demand. A big chick 
season just ahead will boost starting and grow- 
ing mashes, too. 

Get your share of this business. If you’re 
putting out your own brand of mash to your 
trade, remember that 


Diamond 
Corn Gluten Meal 


is a first class ingredient. Over 40% protein. 
Over 80% total digestible nutrients. Less than 
4% fibre. Vitamin-A potency. Use Diamond 
as a source of protein to replace part of the 
animal feeds. 


40% Protein Guaranteed 


For detailed information ask our salesman 
or write 


RATION SERVICE DEPARTMENT 
CORN PRODUCTS REFINING CO. 
17 Battery Place, New York City 
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Agree 


Really helped you 
the 


LIVE DEALERS HANDLE 
ARCADY WONDER FEEDS 


Arcady Farms 
Milling Company 
223 W. Jackson Blvd. 
CHICAGO, ILLINOIS 
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MILWAUKEE, WISCONSIN 


February 10, 1932 


AN INVITATION 
TO PROGRESSIVE MERCHANTS 


This sample copy of The Feed Bag, official publication of the Eastern 
Federstion of Feed Merchants, contains the complete program of the mid- 
winter convention to be held at Syracuse, N. Y., on February 23 and 24, 
You are cordially invited to attend. 


The Feed Bag is sent to regular members of the Federation without 
additicnal cost, To non-members, the subscription charge is $2.00 per year. 
This magazine is outstanding in the feed industry as "The Dealers' Paper" 
and every issue includes many business building ideas in addition to all 
the news a busy feed man has time to read. Articles cover such subjects as 
collections, chain stores, portables, cash basis, feed values, mark-up, etc. 


The Feed Bag recommends that you become @ member of the Federation and 
combine your efforts with hundreds of leading dealers in & program of trade 
betterment, Pin your check to the coupon below and ij. A. Stannard, secretary, 
will send you 4 membership certificate. Do it today so as to insure receipt 
of the March issue with a complete report of the convention. 


~-David K. Steenbergh 


I hereby apply for membership in the Hastern Federation of Feed Merchants 
and attach my check for $20.00 to pay dues for one year including subscription 
to The Feed Bag. I am a retail feed merchant with equipment and stock of 
feeds and supplies sufficient to adequately serve the local trade. 


Name of Firm 


By 


Address 


If you do not wish to become a member of the Federation, 
send check for $2,00 for one year's subscription to The Feed 
Bog. Meke your checks payable either to the Eastern Federn- 
tion of Feed Merchants or to The Feed Beg ond return with this 
coupon to David K. Steenbergh, Mansging Nditor, 210 East 


Michigan Street, Milwaukee, Wis. 
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DAVID K. STEENBERGH, Managing Editor 


Volume Eight 


February, 1932 


Number Two 


How Dealers Are Getting Publicity 
In Their Local Papers 


Feed Store Has Many Sources for News 


HEN a rooster discovers that 

the importance of his presence 

in the flock is diminished by 
other attractions he ascends to the top 
of a gate post, flaps his wings and emits 
several lusty crows. If he does this 
persistently enough, he will soon arouse 
the curiosity of the entire flock. They 
will begin to wonder what he is crow- 
ing about. 

When trade is dull and a feed dealer 
is not receiving the business to which 
he thinks he is entitled, it will be profit- 
able for him to follow the example of 
the rooster. Several newspaper clip- 
pings have recently come to the offices 
of The Feed Bag which are excellent 
examples of publicity obtained by alert 
dealers in addition to their regular paid 
advertising. 

Dealers Get Write-up 

Every feed business is entitled to at 
least one general write-up in the local 
newspaper. This can embrace the date 
on which the firm was organized, its 
present capacity, the list of products 
which it handles and other interesting 
sidelights which occurred during its 
career. General articles of this nature 
were recently published for Nicholson 
Mills, Inc., Henderson, Ky., Joe Scha- 
fer & Son, Springfield, [ll., Ferry-Morse 
Seed Farm, Rochester, Mich., and the 
Burlington Feed Co., Burlington, Wis. 

These dealers went to their local 
editor and asked him to write up their 
business, and as a result obtained several 
columns of invaluable advertising. The 
article on the Burlington Feed Co., 
which occupies two columns across the 
page was prompted by the purchase of 
a new branch store. If you expand 
your business, add new equipment or 
construct an addition to your building, 
it is news that can be used as the be- 
ginning of a general write-up about 
your company. 

Local newspapers which have come 
to our attention in the past few months 
have been full of announcements about 
persons purchasing portable mills. In 
many instances the articles praised the 
new plan, pointing out that it was a 


convenient means of grinding which 
would save time and labor for the far- 
mer. This type of publicity hurts the 
retail feed dealer and he should not re- 
main asleep and let it go unchallenged. 
Hits Back at Portables 

C. I. Bashore, Silver Lake Hatchery, 
Warsaw, Ind., who has attained a re- 
markable success as a retail feed dealer, 
recently saw an article favorable to por- 
table mills published in his local news- 
paper. He immediately went to the 
offices of the editor armed with a copy 
of The Feed Bag and as a result this 
article appeared on the front page on 
the following day: 


“NO DANGER THAT PORTABLE 

FEED GRINDING MILLS WILL 

SUCCEED, SAYS C. I. BASHORE 

“Referring to a news item which re- 
cently appeared in the Times, it was 
set forth that portable feed-grinding 
mills were superseding the stationary 
mills. C. I. Bashore, of the Silver Lake 
hatchery, states that this information is 
incorrect. He says, ‘I have talked to a 
number of farmers, who, after having 
their feed ground by the portables once 
or twice, were glad to again bring their 
feed in to us. They report that these 
mills do a fair job of grinding coarse 
feed, but cannot grind fine enough for 
hogs and poultry. They also do not 
have mixing equipment, which is very 
essential. These outfits are not very 
heavy and will not be able to go over 
country roads and lanes during bad 
weather. 

““Tf the stationary mills go out of 
business, what will the farmers do for 
grinding at such times? If you will 
kindly read the article which appeared 
in the November issue of The Feed 
Bag, I believe you will realize there 
is small prospect of the portable mills 
replacing the stationary mills.’” 

It is needless to mention that farmers 
who read this news item saw the port- 
able mill from an entirely different slant. 
And Mr. Bashore saved business that 
would have gone to the itinerant grind- 
er. 

Another source of material which edi- 
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tors will be more than pleased to use 
on their farm pages can be obtained 
from dealers’ customers. When a far- 
mer makes an unusual production rec- 
erd with his herd or obtains a large 
number of eggs from his poultry flock, 
it is good copy for a news item. News 
items of this type will please the cus- 
tomer and furnish invaluable advertis- 
ing for the feed man. 

Several dealers have recently ob- 
tained a large amount of mention in 
their local papers by offering to accept 
wheat at a premium price in exchange 
for their products or in combination 
with goods offered by fellow merchants. 

Shawver Coal Co., Martinsville, Ill, 
made an agreement with the newspaper 
for accepting wheat at 50 cents a bush- 
el and oats at 20 cents in exchange 
for subscriptions. The farmers brought 
the wheat and oats to the mill and re- 
ceived a credit slip which was in turn 
given by the dealer to the editor of 
the paper. The plan was continued for 
one month only. It increased the pa- 
per’s subscriptions and brought new 
customers to the mill. 


Novel Stunts Get Ink 

Still another means of obtaining pub- 
licity is by holding farm meetings, novel 
contests and open house days. One 
dealer in Indiana recently offered 500 
pounds of egg mash to the person who 
guessed the number of kernels a rooster 
could eat in one minute. The contest 
attracted a flood of entries and received 
mention almost daily in the newspaper. 

The rooster was released from his 
cage upon the day designated for the 
contest. Hundreds of persons flocked 
into the store. The number of ker- 
nels was counted and tossed into a box 
with the rooster. He beat a tattoo with 
his bill and guzzled moré than 100 ker- 
nels. The lucky winner guessed 101 
and proudly returned to his home with 
500 pounds of egg mash. This person 
has been a regular customer ever since 
and many other farm and city folks 
who were attracted by the contest have 
continued to trade at the store. 

A similar idea was corducted recent- 
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ly by a Wisconsin dealer who offered 
a prize of several bags of scratch feed 
to the farmer who brought in the larg- 
est egg. The store was submerged with 
entries. Newspapers caught the spirit 
of the contest and gave regular space 
.on their front page. The dealer bene- 
fitted greatly by increasing his poultry 
feed sales. 

It pays to toot your cwn horn. Do 
not overlook possibilities of obtaining 
news stories in your local paper. They 
will give you an opportunity for front 
page mention which you can’t buy for 
any price as advertising space. 


MEAD & BISBEE, Hydetown, Pa., 
have formed a new feed company. M. 
C. Mead, one of the partners, formerly 
was associated with Mead & Bannister, 
North East, Pa. 


Seed Council Plans Campaign 
Against Farm Trading 


LANS for solving the problem of 
farm to farm trading of seeds and 
reducing weed losses in the state 

were discussed at a meeting of the Wis- 
consin Seed council, held at the Mil- 
waukee Athletic club, Milwaukee, in 
January. A special committee to work 
out an effective program will be ap- 
pointed. 

Prof. A. L. Stone, Wisconsin divi- 
sion of seed and weed control, directed 
the meeting. Discussions were held in 
round table fashion. 

Only 50 per cent of the state crop 
of grains and legumes which are plant- 


ETTER BUILT 


AGS... 


BAG FACTORIES ... COTTON 


MILL ... BLEACHERY 


TALK AsBoutT Bacs! 


(Quoted from Customers’ Letters) 


“....Of course we know 
that your service in the 
plant is unexcelled by 
any bag manufacturer.” 


Werthan Bag Corporation 
NASHVILLE ... NEW ORLEANS 


WERTHAN 
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ed yearly reach the seed house or prop- 
er state authorities for testing and re- 
cleaning, it was pointed out. Reasons 
given for this condition were that an 
unlimited amount of trading was con- 
ducted among farmers and seeds are be- 
ing sold through unreliable sources, cre- 
ating a weed loss in the state which 
runs into millions of dollars. 

Walter Uebele, Burlington Feed 
Co., Burlington, who represented the 
Central Retail Feed association at the 
meeting, suggested that all threshermen 
and hullers make a report to the Wis- 
consin division of seed and weed con- 
trol of the name of the farmer and the 
types of grain threshed. The depart- 
ment, he explained, could then write 
a letter to the farmer requesting him 
to send samples of the grains, so that 
weed content could be determined and 
the farmer advised against selling it 
to his neighbors until it was properly 
cleaned. 

Officers of the seed council were re- 
elected at the close of the meeting. 
They are Professor Stone, president; 
F. W. Kellogg, Kellogg Seed Co., Mil- 
waukee, vice president, and Prof. E. D. 
Holden, Wisconsin department of ag- 
riculture and markets, secretary and 
treasurer. 


FARMERS FEED & FUEL CO.,, 
Burlington, Wis., at their annual meet- 
ing held recently, reported a successful 
year of business and declared the usual 
dividend. Officers elected were William 
J. Bauman, president; William Robers, 
vice president; Henry Whemhoff, secre- 
tary, and Frank Bohnsack, treasurer. 


ILLINOIS 


J. H. Potts, Virden, has opened a 
new feed store. He was formerly man- 
ager of the Virden Grain Co. 

Audie Haire, Jonesboro, is the new 
manager of the Bruchauser Bros. feed 
store, Cobden. 

Godfrey Elevator Co., Godfrey, has 
installed new grinding and mixing 
equipment. 

Miesennhelder Brothers, Inc., Pales- 
tine, have opened a branch establish- 
ment in Metropolis. 

Jones Mill, Percy, has resumed oper- 
ations after a temporary shutdown. 

Mrs. James McCarty, Carthage, plans 
to open a new feed store at Nauvoo, 
March 1. 

Lumley & McBride, Hardin, recently 
announced the opening of their new feed 
store and are offering several week-end 
specials. 

Knapp & Lees, Inc., has been organ- 
ized at Coal Valley to deal in feed, fuel 
and grain, with capital of $15,000. 

Sherry Brothers, Flanagan, are con- 
structing an addition to their elevator. 

V. C. Brown is now manager of the 
Bethany Grain Co., Bethany. He for- 
merly managed the Farmers Grain, Fuel 
& Supply Co., Macomb. 
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Established Dealer Can Overcome 
Portable Mill Competition 


Address Delivered at Indiana Convention 


HE country elevator trade in In- 
diana has depended for the past 
several years for a considerable 

part of its income upon the custom 
grinding of feeds. The advent of the 
portable mill has therefore further com- 
plicated an already undesirable situa- 
tion. 

The farmers of this state have long 
since been convinced of the superiority 
of ground grains as feed for their stock. 
This is apparent by the fact that 80 
per cent of the elevators in the state 
are equipped to grind feed in addition 
to numerous small feed mills and the 
smaller flour mills which also make 
feed. Whatever excuse there may have 
been in other states for portable mills 
“to round out the service of established 
dealers,” there certainly was no eco- 
nomic reason for their general intro- 
duction into Indiana. 

We are not presuming to tell anyone 
how they should run their business, 
but some helpful ideas as to how your 
grinding trade may best be retained 
and increased may be obtained from the 
experiences of others. Again we urge 
that no one ignore this competition for 
he surely will lose his grinding busi- 
ness. Ignore it to others as you please, 
but recognize it to yourself. 


Analyzes Power Costs 


Let us first consider the matter of 
grinding costs. There is no question 
that the actual cost of operation of a 
gasoline engine is less than that of an 
electric motor of the same horsepower 
output. One operator of two station- 
ary mills gave us an interesting com- 
parison. For power only the mill driv- 
en by a 75 horsepower motor costs $2.00 
per hour while that driven by a 80 
horsepower gasoline engine costs only 
65 cents. The portable mill has about 
the same advantage over the electrically 
operated mill. We do not know what 
that operator pays for electric power but 
it is apparent that his rate does not 
permit effective competition against the 
mill driven by an internal combustion 
engine. 

A dealer who has kept accurate cost 
data on his four attrition mills for sev- 
eral years reports an average cost for 
power consumed in grinding as approxi- 
mately 3% cents per hundred pounds 
of grist at a uniform power rate of 3%4 
cents per kilowatt hour. In other words, 
this dealer uses one kilowatt for each 
hundred pounds of grinding. Assum- 
ing the same fineness of grist, a ham- 
mer mill consumes more power than an 
attrition mill. With those figures as a 
starter, you who are paying 5 cents to 
8 cents per kilowatt may have some idea 
of what it is costing vou for power 


By R. D. MacDaniel 


alone, not to speak of interest, deprecia- 
tion and wages. 

As the dealers in Iowa organized to 
fight the portables and compared power 
costs they found marked differences 
both in rates and minimum charges. 
Through unified action much of a con- 
structive nature has been accomplished 


portable mills operating on farms 

continue to reach The Feed Bag. 
The Mutual Rodded Fire Insurance Co., 
of Flint, Mich., informs that an itinerant 
grinder on the McNeil farm, 5 miles 
east of Flint, burst into flames when the 
engine backfired. The farmer’s barn 
was destroyed with a total loss of $3,000. 
A portable mill operating on the Bishop 
farm near Mulliken, Mich., was des- 
troyed by fire when it suddenly flashed 
into flame. Luckily, the machine was 
operating in the open and no damage 
to farm property resulted. Francis 
Moored, Burnips Corners, Mich., was 
severely burned when he attempted to 
extinguish a blaze that started in his 
portable mill. The machine, too, was 
fortunately operating in the open. Both 
of the last two cases were reported by 
the State Association of Mutual Insur- 
ance Co., of Michigan in a letter warn- 
ing its members of the menace of port- 
ables to farm property. 


R poratie of fires ‘resulting from 


and the utilities now appreciate that 
low power costs are a necessary factor 
in maintaining the established mills. 
Minimum charges which were $1.00 per 
horsepower per month have been gen- 
erally reduced. In one instance a dealer 
who was paying this minimum on a 
connected load in excess of 100 horse- 
power had it reduced to a flat minimum 
of $1.00 per day. In some instances the 
minimum been eliminated alto- 
gether. 
Should You Own Portable? 

How about operating a portable your- 
self? Some dealers are doing so and 
others are considering it. Our survey 
of Indiana indicated 11 portables in the 
state operated by established dealers. 
Most of these were put out for the 
single purpose of meeting portable com- 
petition or for preventing such compe- 
tition from entering the territory. We 
think no owner of an established mill 
has gone into the portabie business be- 
cause he thought there was money in 
it. If it is a money losing game then 
why play it? Wouldn’t it be better to 
invest that money in better facilities in 
your present plant, or spend it in ad- 
vertising which will attract trade to 
your mill? The operation of a portable 
cannot possibly attract trade to the 
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plant where your money is now in- 
vested. 

The argument is advanced that port- 
ables are needed to auginent the sta- 
tionary mill. That is not an argument, 
it’s a lot of camouflage put up by some 
mill manufacturers who are now en- 
gaged in undermining the business of 
those to whom they sold stationary 
mills. Our survey indicated that only 
one of those 11 portables was limiting 
its activities to the territory normally 
served by its owner, who is also the 
owner of a stationary mill. In other 
words, the portable in the hands of the 
regular dealer not only “fortifies” his 
stationary outfit but operates punitively 
against all the established outfits in the 
immediate territory, who do not happen 
to be likewise “fortified”. 

Warns Against Policy 

Naturally the other dealers are anx- 
ious to retaliate. If they flock to equip 
themselves with portables the end will 
be quickly in sight as they all will be 
in the same boat and the manufacturers 
of the portables will have achieved their 
aims. The dealer who considers buying 
a portable should consider what would 
be the condition if all dealers had them, 
for surely that is the inevitable conse- 
quence if such a movement starts. He 
will find himself in the same situation 
as that individual who opened a “pee- 
wee” golf course in Los Angeles during 
the latter days of that craze. After in- 
vesting a lot of money in an ornate 
course he opened for business. A few 
weeks later passersby noticed a large 
sign over the entrance which read, 
“Opened by Mistake”. Far better it 
will be for the dealers in a community 
to agree to stay out of the portable 
game and devote their energies to build- 
ing up sound businesses at their present 
locations. 

The established miller who offers his 
trade nothing more than grinding stands 
a poor chance of successfully holding 
his own, because the portable can do 
that without the inconvenience to the 
farmer of loading, hauling and unload- 
ing. So, if it is only grinding the far- 
mer needs, he probably will have the 
portable do it. 

Service Brings Business 

Nowadays the successfu! business of 
any kind must give its customers real 
service. Real service constitutes the sat- 
isfying of a customer’s wants. The cus- 
tomer may not even know his wants. 
Most farmers raise stock but only a 
relatively few do so successfully. Why? 
Because they want knowledge.  Per- 
haps they do not have the right facili- 
ties; perhaps they do not know what 

(Continued on Page Twenty-five) 
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Government Meddling in Business 
Opposed by Mutual Millers 


Hold Two-Day Convention at Buffalo 


TEPS toward elimination of all 
types of governmental competition 
with private business were taken 
by the Mutual Millers & Feed Dealers 
association at a successful two-day con- 
vention, held at Buffalo, January 20 and 
21. More than 70 dealers were present. 
Resolutions Adopted 

Two resolutions were adopted with 
respect to governmental interference 
with private business, particularly in the 
grain and allied industries. One reiter- 
ated the formerly expressed hope of the 
association that congress would repeal 
the federal farm board act and would 
take such other steps as necessary to 
keep the federal government out of the 
grain business. 

The other urged that public officials, 
whether holding federal, state or local 
government offices, cease using their in- 
fluence to divert feed trade to coopera- 
tive organizations in preference to the 
privately owned mills and dealers. 


Bureau Manager Speaks 

This resolution was adopted after F. 
R. Fricke, manager of the Erie county 
farm bureau, had been questioned for 
more than an hour by the convention 
body. Mr. Fricke had spoken on the 
subject, “How the Feed Dealer Can 
Help the Farmer Help Himself.” 

He said that the feed dealer is a 
respected advisor of his trade, and 
should keep abreast of the times to 
make sure that the advice he gives is 
most helpful to his patron. He also 
stressed the importance of having deal- 
ers aid their customers in keeping cost 
accounting systems. 

At the conclusion of his address the 
members present asked many questions 
concerning the alliance of farm bureau 
heads with cooperative feed concerns. 
Mr. Fricke showed that in his case 
there was no effort to divert trade in 
any direction and expressed belief that 
the same was true of other farm bu- 
reau chiefs. 

Oppose Direct Selling 

Fred McIntyre, president of the East- 
ern Federation of Feed Merchants, 
Potsdam, N. Y., L. L. Warner, Niobe, 
N. Y., and E. B. Dunbar, Little Valley, 
N. Y., were appointed to draft suitable 
resolutions on the two foregoing sub- 
jects. The resolutions are expected to 
be brought up again at the Eastern Fed- 
eration meeting at Syracuse this month. 

Mr. McIntyre spoke at the conven- 
tion, giving a confidential report of the 
happenings at Washington in connec- 
tion with the movement ‘to have a 
sweeping investigation of farm board ac- 
tivities. 

Another resolution adopted urged that 
mills cease selling direct to consumers 
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in truckloads at carload prices. James 
H. Gray, Springville, N. Y., and Lewis 
Abbott, Hamburg, N. Y., were named 
as a committee to see what steps could 
be taken. 

The matter of designating a labora- 
tory to analyze feeds for individual 
members of the association, was dis- 


Frank Young 


cussed. Max Cohn, Buffalo, was auth- 
orized to arrange for such service. 


Neutral in Milk War 


It was suggested that until the milk 
war is settled in this vicinity, dealers 
should refrain from advising their cus- 
tomers whether they should join the 
Dairymen’s league or ally themselves 
with the non-poolers. 

Frank Young, Alden, N. Y., presided 
at the first day’s session in the absence 
of Joseph O. Doty, Concord, N. Y., 
whose mother had just passed away. 
Mr. Doty returned for the second day’s 
session. 

Ben Burrows, Jacob Dold Packing 
Co., Buffalo, and A. C. Olson, Buffalo 
feed broker, were admitted to member- 
ship in the association. The total mem- 
bership was shown by Secretary Lewis 
Abbott to be in excess of 100 in spite 
of a year of trying conditions within 
the trade. The association treasury also 
was shown to be in satisfactory condi- 
tion. 

Urges Return of Beer 

E. A. Webb, manager of the grain 
department, Anheuser-Busch, Inc., 
spoke at the opening day’s_ session, 
discussing the effect of legalized beer 
in the grain trade. He said such legal- 
ization would result in a _ 17,000,000 
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bushel increase in barley production in 
this country and would give growers an 
outlet on premium grain. He also 
stressed the importance of legalized 
brewing on allied trades. At the con- 
clusion of the first day’s session a ban- 
quet was held in the Hotel Buffalo, 
followed by a theater party. 

J. M. Fitzgerald, vice chairman of 
public relations of the American Rail- 
Way association, was the principal 
speaker of the second day. He told of 
the efforts the railroads are making to 
meet present economic conditions and 
the keen competition of busses and 
trucks. At the conclusion of his ad- 
dress a committee was named to see 
what the feed dealers can do to aid 
the railroads in solving their problems. 

Mr. Young, Harry S. Gray, Spring- 
ville, N. Y., and Secretary Abbott were 
named members of a special committee 
which will consider this subject and 
give a report on it at the federation 
meeting in Syracuse. 

Many of the members remained to 
visit the Buffalo auto show on the even- 
ing of the second day. It was indicated 
that the next annual meeting will be 
held at or near Jamestown in Septem- 
ber. 


FRANK J. YOUNG, proprietor of 
the Lancaster, N. Y., branch of Young’s 
Mills, is seeking the culprits respon- 
sible for the sixth crime committed in 
his place of business. Five times the 
office was entered by safe burglars who, 
on each visit, either did extensive dam- 
age to property or else escaped with 
loot. Finally, at a sixth visit, the in- 
truders set the mill on fire in several 
places, after failing to open the strong 
box. Prompt discovery of the blaze 
srevented extensive damage. 


MICHIGAN 


Michigan State Millers association 
held its annual meeting at the Olds ho- 
tel, Lansing, January 27. A business ses- 
sion was held in the afternoon followed 
by a banquet at 6:30 p. m. 

William A. Commbs, Jr., has taken 
over the business of the Marshall Mill- 
ing Co., Marshall, which was managed 
by his father until his sudden death last 
December. 

DePuy Elevator Co., Pontiac, was 
looted of $200 worth of office equipment 
by thieves who broke into the building. 

Frank Rublein, Marquette, recently 
suffered a severe loss when his hay, 
grain and feed warehouse was damaged 
by fire. 

Poff Milling Co., Concord, has been 
purchased by Edward and C. J. Krebill, 
Fort Madison, Ia., who will operate it 
under the name, Krebill Milling Co. 
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Your Mashes are known by the 
Eces and CHICKS they produce 


New mash business comes easy from 
poultrymen who see your mashes produc- 
ing good results in neighboring flocks. 
And the soundest way to keep old custo- 
mers and get new users is to make your 
mashes complete. 

In the light of present feeding knowledge 
no mash is complete without adequate 
Vitamin D. The problem is to provide this 
vitamin with uniform dependability at 
lowest cost. 

Hundreds of feed manufacturers have 
selected Nopco XX Cod Liver Oil rein- 
forced in Vitamin D as the most depend- 
able and economical Vitamin D source. In 
an otherwise balanced mash Nopco XX is 
a direct aid in producing— 


I.— Strong, well formed egg shells— 
the first requisite for hatching or market 
eggs. 2.—Improved interior quality and 
more Vitamin D in the egg. %3.—High 
hatchability. 4.—Strong chicks with 
more minerals and Vitamin D in their 
bodies from the start. 

Nopco XX Cod Liver Oil is biologically 
tested for both Vitamins A and D and is 
backed by the Nopco guarantee. It con- 
tains a standard Vitamin D potency not 
found in straight unfortified cod liver or 
fish oils. 

You are cordially invited to inspect our 
laboratories at Harrison, N. J., where tests 
involving thousands of chicks and hens are 
being conducted. Or, if a visit is impossible, 
we will be pleased to furnish you with free 
information regarding Vitamin D for 
poultry and animal feeding. 


NATIONAL OIL PRODUCTS CO., INC. 


BOSTON 


CHICAGO 


SAN FRANCISCO 


EXECUTIVE OFFICE: 38 ESSEX ST., HARRISON, N. J. 
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CEDARBURG SUPPLY CO., Ce- 
darburg, Wis., declared a 15 per cent 
cash dividend to stockholders at its an- 
nual meeting held January 18. The 
company added a substantial sum to 
its surplus from business in 1931 and 
the book value of its stock is now ap- 
proximately five times the par value 
when issued 11 years ago. Charles 
Pollow is manager. 


L. J. HARTZHEIM, Hartzheim 
Fuel & Feed Co., Beaver Dam, Wis., 
recently held a mass meeting for far- 
mers. The feature of the program was 
a talk by Prof. W. B. Krueck, for- 
merly of Purdue university. He dis- 
cussed the value of concentrated feeds 
for livestock and poultry. 


BUILDERS 
FOR FEED 


wag 


CAUGHT SHORT 
There was a banker who began to 
worry about his health. He consulted 
a doctor. Following the examination, 
the physician told him that he was in 
perfect health and would live to be 
100 years old. 
“T will not,” argued the banker. 
“Why should the Lord take me at 100 
when he can get me at 86?” 


OULTRY raising is on the up-grade. This is 
the time to push Quaker Ful-O-Pep Chick 


Starter and Ful-O-Pep Growing Mash. They are 


FOR 


profit-builders for poultry raisers, which means 


profits for feed dealers. 


This is a wonderful opportunity to make new 
users of this profit-building feed because the 
present low prices of Ful-O-Pep Chick Starter 
will greatly increase poultry men’s profits. 
Your profits will be increased too through new 


customers and larger sales. 


Tell your poultry raisers now about the greater 
profits obtainable with Ful-O-Pep Chick Starter 
Do it AT ONCE. 


and other Ful-O-Pep feeds. 
You'll cash in. 


QuAKER 


PROFIT 


Quaker 
FUL Q-PEP 


CHICK STARTER 


& 
Quaker Oats @mpany 
CHICAGO, 
AN 


FUL:O:-PEP 
Chick Starter 


THE QUAKER OATS COMPANY 
CHICAGO, U. S. A. 


BUY QUAKER FEEDS IN STRIPED SACKS Printers Ink. 
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EXPERIENCED 
Dealer’s Wife (reading ‘newspaper): 
“It says here that a girl landed a fish 
weighing 145 pounds.” 
Dealer: “What’s his name?” 
* * * 
SMALL FRY 
Judge: “What’s the charge?” 
Plaintiff: “He stole me Austin, the 
pickpocket.” 
* 
CORNHAY WEAKLY NEWS 


Ira Hicks had his clothes blown off 
New Year’s eve when one of them fan- 
cy cocktails he was mixin’ exploded. 

The Cornhay State bank closed Tues- 
day, Biff Skinner, the speakeasy pro- 
prietor having withdrawn his deposit to 
pay his fine. 

Judd Perkins 
load of chickens 
evening. 
about it? 

Lem Jones, local feed dealer, lost a 
big pot at the Elks club last night, hav- 
ing raised the deuce that was in Slim 
Slater’s hand. 


took an automobile 
to Lennox Friday 
Wait until his wife hears 


* 


LIBERAL MINDED 


A feed dealer recently sent a ship- 
ment of eggs by parcel post to his rela- 
tives living on the opposite coast, with 
the following inscription: 


If not delivered in three weeks, never 
mind. 

* * * 
COMPETITION 

Wife: “John, there’s a burglar going 
through your pockets.” 

John: “All right, go ahead and fight 
it out with him.” 

* * 

Green paint can be removed from the 
seat of a pair of white trousers with 
a bottle of ordinary turpentine, a stiff 
brush and a pair of scissors. 

SOME BIRD 

A feed dealer’s son, asked to write 
an essay on geese for his composition 
class, responded with the following: 

“A geese is a low, heavy set boid, 
which is mostly meet and feathers. His 
head sits on one side and he sits on 
the other. A geese can’t sing much 
on account of the dampness of the mois- 
ture. He ain’t got no between his toes 
and he’s got a little baloon on his sto- 
mach to keep him from sinking. Some 
gooses when they git big has curls on 
their tales and is called ganders. Gan- 
ders don’t haf to sit and hatch but just 
eat and loaf and go swimmin. If I was 
a goose, I’d rather be a gander.”— 


Carefully Sifted for Feed Dealer Consumption 
| 
Zi 


Record Turnout 
Is Expected 
For Federation 
Convention 


HE largest convention in the his- 

tory of the Eastern Federation 

of Feed Merchants will be held 
at Syracuse, N. Y., February 23 and 
24, according to announcements sent to 
all of the feed merchants of the east- 
ern states. 

“And it is going to be momentous,” 
Fred M. McIntyre, president, said. “Re- 
ports indicate that the attendance will 
exceed any in the past and the program 
arranged is exceptional. We have 
brought together the leaders of the in- 
dustry and others who can help to shape 
a plan of business promotion that 
should be valuable to every retail feed 
merchant. I strongly urge every feed 
man to attend.” 

The meetings will be held at the Ho- 
tel Onondaga where the entire mezza- 
nine floor will be used. Most of the 
sessions will be held in the spacious 
ball room. The registration and infor- 
mation desks will also be on the mezza- 
nine floor. 

Directors to Meet 


The convention will start officially 
February 22 with a dinner for the board 
of directors at 6:30 p. m., followed by 
a joint meeting of the directors and 
members of the board of governors at 
8 p. m. The convention program will 
be carefully checked and all the last 
minute details arranged. 

Promptly at 9 a. m., the registration 
of delegates will start and it is expected 
that at least 350 will enroll before the 
opening session. Max Cohn, Sunset 
Feed & Grain Co., Buffalo, will have 
charge of the registration and recep- 
tion of delegates. 

President McIntyre will open the con- 
vention with a brief business meeting 
during which reports of the officers 
will be given and committees appointed. 
David K. Steenbergh will speak on 
“New Developments in the Feed Trade”. 
Mr. Steenbergh is managing editor of 
The Feed Bag and secretary of the Cen- 
tral Retail Feed association. He is in 
close touch with the feed trade through- 
out the United States and his talk will 
be replete with money making plans 
that have been tried by other merchants. 

Negotiations are under way to have 
a prominent member of congress speak 
on the activities of the federal farm 
board. The full information will be 
sent to members as soon as the senator 
is sure of coming. 

A “howdy-do” luncheon will be held 
at 12:30 when all of the delegates will 
get well acquainted with each other and 


enjoy an hour of fun and fellowship. 

The “Feed and Feeding Clinic” will 
convene at 2 p. m. with members of 
the board of governors in charge. A 
discussion of feeding values, ingredients 
and formulas will be held. Prof. F. B. 
Morrison, who is best known as co- 
author of the famous book, “Feeds and 
Feeding”, will speak during the clinic 
on the “Latest Developments in Dairy 
Feeding”. He will answer questions 
asked by members. 

C. S. Sievert, American Dry Milk In- 
stitute, Chicago, will speak on “Some 
Considerations in Formulating Commer- 
cial Feeds.” Mr. Sievert has had wide 
experience in many sections of the 
country and will give much valuable 
information, particularly to those who 
are mixing feeds. 

Will Discuss Flour 

H. H. Trapp, Russell-Miller Milling 
Co., Buffalo, will give a talk on “The 
Increase in Value of Millfeeds for Feed- 
ing Purposes.” Mr. Trapp was born 
in Hawkesville, Ont., where his father 
operated a mill. Later he ran a coun- 
try mill with his father for a number 
of years. For eighteen years he was 
associated with the Ogilvie Flour Mills 
and for nine years he was superinten- 
dent of the mill. He is now superin- 
tendent of the Buffalo plant of the Rus- 
sell-Miller Milling Co., and president of 
the Association of Operative Millers. 

Prof. J. F. Lantz, Acme Milling Co., 
Jamestown, N. Y., will speak briefly on 
the problems of those who are mixing 
and selling dairy and poultry feeds. Pro- 
fessor Lantz has a wide experience in 
feeding problems of the East and has 
met the farmers so that he can give 
first hand and intimate suggestions re- 
garding the difficulties experienced every 
day by the feed men. 


Movies to Be Shown 
Seeing themselves as others see them 
will be the unique privilege of many 
of the eastern feed merchants. David 
K. Steenbergh will show several reels 
of moving pictures taken at federation 
conventions. “Dave” says that there 
will be more laughs than in a Laurel- 
Hardy comedy. The pictures will be 
shown at the conclusion of the clinic. 
The banquet and entertainment, which 
will be held the first evening, will be 
entirely different than those of former 
years. Speaking will be limited to brief 
responses to the toastmaster. Judge 
Roscoe C. Harper has promised to tell 
a few of his famous stories. There will 

be plenty of music and singing. 
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C. S. Sievert 


Mr. Sievert, American Dry Milk Institute, 
Chicago, will be one of the guest speakers at 
the convention. He will discuss feeds. 


An illustrated trip through the can- 
yons of Utah and Arizona will be wel- 
comed by those feed merchants who 
feel too “poor” this year to take a win- 
ter vacation. J. T. Caulfield, passenger 
agent of the Union Pacific Railroad Co., 
will be the guide. He is known through- 
out the country as a traveler and lec- 
turer. Those who have attended his 
lectures say the experience will never 
be forgotten. He takes his “armchair 
travelers” over the route of the over- 
land stage coaches, pony express and 
covered wagon trails of the pioneers. 

Business Clinic Thursday 

The session on Thursday morning will 
be devoted to a discussion of business 
practices. Feed merchants who have 
found methods of doing business that 
have increased profits or reduced over- 
head will share their secrets with the 
delegates. M. R. Sexauer, president of 
the Dairymen’s League, will explain the 
activities of that organization with par- 
ticular reference to the prevailing milk 
situation. 

At the conclusion of the “Better Busi- 
ness Conference,’ Judge Roscoe C. 
Harper will again speak on “The Last 
Word From the Farmers.” Judge Har- 
per will discuss what has happened dur- 
ing the past year and may offer some 
predictions of the future. He is a “real 
dirt farmer,” to use his own words, and 
is thoroughly familiar with their prob- 
lems and yet has not lost sight of the 
fact that the established feed merchants 
have an important part to play in the 
farmers’ prosperity. 

Reduced rates will be granted by the 
railroads if at least 100 one-way ticket 
receipts are turned in at the conven- 
tion. Delegates should ask for a receipt 
when they purchase a one-way ticket to 
Syracuse. If validated at the conven- 
tion they will permit to half fare on 
the return trip. 

(Continued on Page Thirty) 
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All ONE Car 


OLD MEDAL Dealers unload a full line of Man- 
ufactured Feeds, Mill Feeds and Flour— All from 
ONE Car! 


They operate under the Gold Medal Mixed Car Plan— 
the modern common-sense method of purchasing feeds 
and flour —the plan that not only works for their con- 
venience, but saves them money in 6 different ways. 


1—They do business on less capital. 2—They triple 
their turnover, getting 3 profits instead of |. 3—Their 
stocks are always fresh. 4—They need less warehouse 
space. 5—They lower their inventory. 6—They offer 
their trade the highest quality merchandise under the 
best known and advertised brand ‘‘Gold Medal’’. 


Their purchasing dollars are a/] working for them, not 
tied up in surplus stock waiting for purchasers to turn 
them into profits. Instead of buying 3 cars, one each of 
Manufactured Feeds, Mill Feeds and Flour, Gold Medal 
Dealers simply buy ONE CAR that contains all items. 
Their purchasing dollar does the work of three! They 
sell feeds that are Farm-tested for profit to the feeders. 


The Gold Medal Mixed Car Plan is just one of the many 
Gold Medal features designed to increase dealer profits. 
It is simply another indication of the co-operation which 
the World’s Leading Milling Organization gives its 
dealers. Write for particulars about the Gold Medal 
Franchise in your territory—find out the full list of rea- 
sons why Gold Medal is the most profitable line to sell! 


WASHBURN CROSBY COMPANY 


OF 
GENERAL MILLS, INC. 
MINNEAPOLIS KANSAS CITY BUFFALO 


why not now? 


“FARM-TESTED” 


© G. M. Co., 1932 
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HAND TO MOUTH One of the biggest assets of the average established 
BUYING COSTLY flour and feed dealer is that his store and warehouse 
are located ‘‘on track.’’ He buys in carlots, unloads 
directly from the freight car into his warehouse and serves the farmer selling 
small lots, with a minimum of handling, from his store. In sections where 
surplus grain is available, he buys this grain from the farmers in small lots 
and, when he has accumulated a sufficient quantity, loads it directly from his 
warehouse or elevator into freight cars for shipment to terminal markets. 


Located on track and able to buy in carlots, the feed dealer has unexcelled 
purchasing power. He pays cash for his merchandise on arrival and is able 
to take advantage of the lowest available quotations on the commodities he 
handles. Keeping his costs in line with the service rendered his customers, 


he need never fear price competition of chain stores or other independent dealers, 
large or small. 


The past two years, however, there has been an increasing tendency among 
many dealers to forget the important asset they have in being on track. General 
business conditions, reduced farm incomes and declining markets have made 
them ‘“‘cautious’”’ about buying in carlots. Instead of maintaining complete 
stocks and concentrating on aggressive merchandising, they are driving their 
trucks here and there, to the warehouse of a neighbor dealer or into the term- 
inal markets, often many miles away, buying a few tons of feed, a few bushels 
of grain or a few barrels of flour at a time. 


Regardless of anything which may be said to the contrary, these dealers 
are naturally paying a premium price, averaging their purchases, despite the 
fact they may take advantage of an occasional bargain. Trucking charges, 
whether they own or hire the trucks used, must be added to the cost of the 
merchandise. In addition they are setting a bad example for their customers 
and practically giving up their distributors’ advantage for any good sized 
farmer can truck supplies direct to his farm as easily, and often as cheaply, 
as a dealer can truck to his warehouse. 


Importance of the influence of dealer trucking on his farmer customers 
cannot be over-emphasized. Many dealers in Wisconsin are right now bothered 
by truckers hauling corn from Illinois for direct sale to farmers and this con- 
dition would not exist if, until recently, the dealers had not encouraged trucking 
of Illinois corn to fill their own elevators and warehouses. Dealers are now 


well stocked and the truckers, to maintain their own business, are selling direct 
to farmers. 


Feed dealers whose places of business are located on track, and most of 
them are, should carefully guard their carlot buying advantage. In emergencies, 
it may be advisable for them to make an occasional trucklot purchase but, in 
general, the best policy is to buy in carlots from known, responsible manu- 
facturers or jobbers for delivery by rail. Dealers doing this will help the railroads 
and, what is more important, they will help themselves — preserve their favor- 
able purchasing power, protect their profit margin, minimize the possibilities 
of direct sales competition. 


— DAVID K. STEENBERGH. 
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“Profit Car” 


Shipments will make for 
Greater Profit 1932 


PURE 


WHEAT BRAN 


MINIMUM CRUDE PROTEIN 
MINIMUM CRUDE FAT 
MAXIMUM CRUDE FIBRE 
CARBOHYDRATES 


~ MANUFACTURED B 


COMMANDER-LARABEE 


GENERAL OFF! ces 
MINNEAPOLIS, MINNESOTA 
PURE BRAN 


140% 
40% 


4 


HIS year insure yourself a greater 

margin of profit by availing your- 
self of the Commander-Larabee ‘‘Profit 
Car’’ plan of buying. 


The Commander-Larabee Corporation 
is prepared to ship—out of Minneapolis, 
Kansas City or Buffalo, whichever is 
closest to you—mixed cars of Flour, 
Wheat Mill Feeds, Wheat Bran, Wheat 
Middlings, Red Dog and 37% Protein 
Old Processed Linseed Meal. 


By concentrating your purchases you 
save considerable money. One order— 
one car to unload—one bill to pay. 


And Commander-Larabee products, 
both Flour and Feeds, have ready ac- 
ceptance by the public and are known 
for their high standard of quality. 


Many dealers find it exceedingly profit- 
able to use the Commander-Larabee 
“Profit Car” plan. We believe that 
you will, too. 


Commander-Larabee Corp. 


Minneapolis 
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Steeb Cut Book Accounts in Half 
After Year on Cash Basis 


Gets 10 Cents Per Bag for Deliveries 


ILLIAM STEEB, owner of a 

feed store at Crown Point, 

Ind., changed from credit to a 
cash basis November Ist, 1930, when 
he had more than $9,000 on his books. 
In one year the amount was reduced 
by half. In connection with the cash 
policy Mr. Steeb established a charge 
of 10 cents per sack for deliveries of 
small orders beyond the city limits. 
The result has been a breaking up of 
the small delivery orders, because cus- 
tomers were induced to haul their own 
to save the difference. 

Mr. Steeb advertised a month in ad- 
vance that he was going over to the 
cash and carry idea. A sign reading 
as follows was posted in a conspicuous 
place in the store: 

CASH AND CARRY 
Beginning November 1, 1930, 
this store will sell for 
CASH ONLY 
A charge of 10 cents a bag for 
delivery will be made. 

STEEB’S CASH FEED STORE 

It remained for Steeb 
to explain to large or- 
der customers that to 
them delivery would be 
free. A farmer entered 
the store and ordered 
a ton of feed. After 
he had placed the order 
he asked, “Now, how 
much will it cost me 
to have that deliv- 
ered?” 

“Nothing,” said 
Steeb. “That 10 cents 
a bag charge doesn’t ap- 
ply to you.” 

The farmer promptly 


pressing satisfaction for 
what he evidently con- 
sidered a favor. 


Copied Chain Store Plan 
“T used to declare to my associates 
in our local chamber of commerce that 
instead of fighting chain stores, we 
ought to emulate the chains by selling 
for cash,” Steeb related. “I tried to 
show that by extending credit to every- 
one we were the banks’ worst com- 
petitors. We were actually loaning 
money and charging no interest on it. 
Finally I decided to take the step by 

myself, and I have no regrets.” 
Country customers formerly stopped 
at Steeb’s store right in the heart of 
the downtown district and ordered two 
or three bags of feed to be delivered. 
Now they make room in their cars for 


wrote a check, while ex- 4 1, 


such orders. Even though they may 
have paid for delivery in the old days, 
they never realized it and so kept the 
small orders going. Now, if a customer 
really wants delivery, he buys a big 
lot occasionally whereas he used to buy 
small lots frequently which kept the 
feed store trucks on unprofitable runs 
over the country roads. Mr. Steeb still 
maintains free delivery within the city, 
because the orders can be grouped 
according to routes so that mileage is 
at a minimum. ‘These orders are de- 
livered only on condition that they are 
paid for with cash at the store or C. 


Steeb’s store has a tidy appearance within and without. 


Store Located Down Town 
Cash-and-carry on small country or- 
ders is easier to enforce where the feed 
store location and layout are ideal. Mr. 
Steeb has such advantages in location 
and store layout. All around the court 
house square are the Crown Point busi- 
ness houses. Mr. Steeb’s store is one 
of them. It occupies the spot on the 
north side where a street and alley in- 
tersect. The store faces a main street 
while one side parallels the alley which 
has concrete pavement. Some might 
say the location is too expensive for a 
feed store, but Steeb says “no”. His 
volume of feed sales for the past few 

years has been $75,000 annually. 
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“Tf I were down by the railroad or 
some other out of the way place, the 
shopping crowds would miss me entire- 
ly,” he explained. “But here the folks 
come in not only to get the bulky things 
but also the small items that line the 
shelves and that deliver a nice margin 
of profit. It may be an expensive loca- 
tion, according to one viewpoint, but so 
are those occupied by merchants in 
other lines. But just as those men 
would never for a moment think of 
getting away from the public square 
with their stores, neither would I.” 

Dust Proof Grinding 

The Steeb building, 26 feet wide and 
90 feet long, has two 
good windows 
kept in proper trim. 
The front is occupied 
by the office and retail 
store. The rest of the 
main floor at the rear 
is for sacked feeds ar- 
ranged in neat rows on 
either side of the wide 
passageway. On _ the 
east side, next to the 
concrete alley is the 
large door where trucks 
are either loaded or un- 
loaded. In the north- 
east corner is the big 
mill-hopper into which 
a farmer can pour a 
whoie load of grain be- 
fore it is necessary to 
open the slide that releases it into the 
grinder in the basement, from which the 
feed is elevated again to the main floor 
for sacking. 

“Ever since I was a kid,” said Mr. 
Steeb, “I had a desire for a model feed 
store. Finally, I think I have it. I 
don’t know of a single change I would 
make.” 


A rich dairy country surrounds Crown 
Point, and dairymen use large quanti- 
ties of home grown grains. So Steeb 
grinds the grain but has guarded well 
against the mill dusting up the store. 
The grinder is securely enclosed in its 
own basement room and no dust can 
escape outside. 

The hopper that receives the farmer’s 
grain occupies no more than eight 
square feet in the corner. 


V. H. DANI, who recently purchased 
the Sugar Bush Milling Co., Sugar 
Bush, Wis., has acquired the Bessette 
& Briggs feed mill, Bear Creek, Wis., 
and will operate it as a branch store. 
Lloyd Briggs, former member of the 
firm will be in charge. 
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Keep Your Retail Prices in Line 
With Wholesale Differentials 


Don’t Sacrifice Quality to Offer Bargains 


UALITY is the backbone of a 

permanent, successful business. 

Dealers who desert it for tem- 
porary gain or to salve over the dis- 
couraging effects of the depression will 
live to regret it. 

With customers clamoring for bar- 
gains during these lean years there is a 
tendency to depart from quality pro- 
ducts and succumb to the popular de- 
mand by producing or featuring second 
grade or inferior merchandise at low 
prices. In many stores the better feeds 
will be found gathering dust in the 
warehouse while “cheap” brands are 
given front and center display and wide- 
ly acclaimed for their supposedly low 
cost in advertisements. 

Popular priced merchandise does 
move. It should be stocked because it 
is necessary to round out a dealer’s line. 
There is always a class of customers 
who habitually purchase second grade 
products and the store which does not 
supply them is overlooking part of its 
business possibilities. 

Don’t Sacrifice Quality 

Many dealers under present condi- 
tions have established wide margins on 
their quality brands and narrowed down 
the spread on the other grades of mer- 
chandise to offer the most attractive 
price possibie. Consequently quality is 
sacrificed for price. This is a serious 
mistake. 

Bill Jones, let us say, has three 
grades of poultry mash. The first is 
a high quality brand containing all of 
the elements necessary for egg produc- 
tion. Science and actual tests have 
proved its merit. The feed costs the 
dealer $34.00 a ton. In view of the 
hard times, Bill Jones feels that his 
sales on this product will be few and 
he decides to establish a sweet margin 
of profit on the feed. He, therefore, 
retails the product at $2.10 a hundred, 
which gives him a total spread of $12.00 
a ton. 

His second brand is a medium qual- 
ity feed. Under proper conditions it 
will yield fairly good results. The sci- 
entific blending and careful selection of 
ingredients put into the high quality 
feed is lacking, however. Bill Jones 
can buy the feed at $30.00 a ton. He 
reasons that his turnover will be greater 
if he pares down his margin so he ad- 
vertises, “Special Bargain on Blank 
Poultry Mash, .$1.75 a Hundred.” His 
margin of profit is only $5.00 a ton. 

Reaction Hurts Business 

His third brand is a sure ringer for 
the man looking for a 98 cent variety 
of merchandise. It may contain a good- 
ly amount of screenings sweetened with 
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Are You Guilty? 


RE you discouraging the sale of quality products by establishing a 
retail price that is sadly out of line with the wholesale differentials 
between the better and lower grades of merchandise? Suppose you 
purchase a good grade of flour for $4.75 a barrel and another lower grade 
at $4.00. The wholesale differential is 75 cents. You establish a margin 
of $2.00 on the high quality brand and retail it at $6.75. The tendency be- 
cause of hard times is to make prices attractive. Consequently you pare 
down your margin on the second grade flour to the lowest possible point, 
say 50 cents a barrel and retail it at $4.50. Your retail prices are far out 
of line with your wholesale differentials. In other words, the better grade 
of flour should be offered to the customer at a price not $2.00 higher but 
more in line with the amount you pay additional to purchase it wholesale. 
Operating on this basis, you will not sacrifice your quality product merely 
for a price appeal on the lower quality merchandise. Your business and 
your reputation will not be endangered by discouraging results which the 
customer may obtain from the cheaper grades. The same principle applies 
to feeds. Prices quoted in the article published herewith are not actual 
prices or intended to guide any dealer in fixing his margins. They are cited 
merely to bring out our contention that it is an unwise business policy to 
offer low prices at the expense of quality. 


molasses. But it looks like a high qual- 
ity feed from the outside. Jones can 
purchase it at $28.00 a ton or perhaps 
produce it for less if he has the neces- 
sary equipment. The price flash of $1.60 
a hundred in advertisements makes the 
customer feel that at last the farm 
board has relieved the farmer. The 
dealer is also relieved, but mostly of 
profits, for his margin is only $4.00 a 
ton or less depending upon how much 
he weakens to the price appeal. 


Business Based on Results 

What is the reaction to this’ pro- 
cedure? 

Farmers will buy Bill Jones’ low 
priced feeds. His reputation in the past 
of furnishing quality products that won 
results and made money for his cus- 
tomers will continue to pull for him 
temporarily. But time will tell. 

Feeders will soon learn the true worth 
of the feed by observing the egg bas- 
ket. Results, after all, create repeat 
business. If the feed sold by the dealer 
does not produce results for the cus- 
tomer he will soon lose confidence in 
the dealer and his products and return 
to the practice of feeding home grains. 
Then the dealer will no longer be able 
to get business even if he gives his 
brands away. He will have paid the 
penalty of sacrificing quality for price 
appeal. 

Recently a successful dealer who is 
wiaking money in spite of the depres- 
sion was asked to prescribe a motto for 
all feed men to follow during these 
Jean years. 

“My advice is,” he replied, “lower the 
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price, if possible, but never do it at the 
cost of quality.” 

The progressive dealer who is look- 
ing ahead as well as giving attention 
to his present needs will not increase 
the sales resistance against his quality 
brands by maintaining a high margin 
of profit on them and paring the spread 
down to the lowest possible point on 
the cheaper grades. He will be miles 
ahead in the long run from the stand- 
point of profits, customer-confidence 
and permanent future business if he es- 
tablishes an equitable ratio for the mar- 
gins of profit all the way down the line. 
The highest quality brands should re- 
ceive equal if not even greater atten- 
tion in sales promotion. The customer 
upon reading advertisements or listen- 
ing to sales talks should receive the im- 
pression that the results he may expect 
will be commensurate with the price he 
pays. Under this policy, the dealer’s 
reputation is protected. 

Flour Business Similar 


The same principle applies to feed 
men who handle flour. There is also 
a tendency to establish a high margin 
on quality brands and offer attractive 
price bargains on second grade pro- 
ducts. 

Housewives, tempted to purchase the 
latter, will often become discouraged, 
give up home baking and purchase their 
needs from the baker. The dealer suf- 
fers. With an equitable ratio estab- 
lished which would place the high qual- 
ity brand within reach of the average 
housewife the retailer will not find it 
necessary to sacrifice his reputation 


| 


merely to offer an attractive price. 

Every February weather prophets 
from country crossroads to city spires 
repeat the old legend of the ground 
hog. 

“Tf the animal sees his shadow,” they 
maintain, “he becomes frightened and 
scampers back into his hole for another 
six weeks of winter.” 

Look at the Sun 

Many dealers, like the ground hog, 
are afraid of shadows. When the go- 
ing is easy and prosperity bestows 
generously of sales and profits, they’re 
on top of the world. The sinister 
shadows of depression cast fear into 
their hearts. They stampede and adopt 
business tactics which are contrary to 
their general policies. When they come 
out of their holes they discover that 
the world has moved along without 
them and they strive vainly in the van- 
guard to catch up. 

Don’t fear the shadows. Maintain 
your high ideals of quality, service and 
fairness of price—regardless of condi- 
tions. 

After all, shadows are but an indica- 
tion that the sun is shining at our backs 
and we need but turn in the right di- 
rection to face it. 


Yerges Elected to Head 
Beaver Dam Club 


F. C. Yerges, Reeseville Elevator Co., 
Reeseville, Wis., was elected president 
of the Beaver Dam District Dealers 
club of the Central Retail Feed associa- 
tion at a meeting held at the Rogers 
hotel, Beaver Dam, February 4. Colby 
Porter, Fox Lake, was chosen to serve 
as secretary. 

Miss Bernice Lotwin, an attorney as- 
sociated with the Wisconsin department 
of markets, Madison, was the principal 
speaker, discussing trade practices. She 
divided unfair trade practices into three 
classifications: (1) Those contrary to 
anti-trust laws; (2) those involving co- 
ercion, and (3) those involving fraud. 

Miss Lotwin said that by far the ma- 
jority of unfair trade practices brought 
to the attention of the Wisconsin de- 
partment of markets were in the third 
classification and that most of these had 
to do with fraudulent advertising. At 
the conclusion of her address the deal- 
ers discussed trade practices and abuses 
applicable to the feed industry in their 
territory and took advantage of the op- 
portunity to call each other to count 
for various grievances. 

Short talks were given by L. J. Hartz- 
heim, I. K. Mayr, Mark Porter, Beaver 
Dam; Mr. Yerges; George Illig, Juneau; 
J. F. Straub, Lomira; George Huhn, 
Watertown; E. O. Neff, Randolph and 
David K. Steenbergh, Milwaukee. 

A committee including Mark Porter, 
E. O. Neff and J. M. Hull, Markesan, 
was appointed to consider ways and 
means to get the power companies to 
reduce their charges for electric power 
required for grinding. It was decided 
to hold another meeting in March. 


MINERALIZED CONCENTRATE 
For All Livestock and Poultry 


What Is SUPER SOY? 


A high grade of Soybean Oil Meal—steam-cooked— 


roasted—adequately fortified with essential minerals. 
A concentrated balancing feed for farm grains. 


A mineralized, high-protein concentrate with a 
pleasing, nut-like taste. 


A feed that is highly digestible—uniform—palatable— 
easy to use. 


The latest development in an ECONOMICAL 
concentrate; the merits of mineralized Soybean Oil 
Meal being recognized by leading nutritional authori- 
ties of the world. 


Why You Should Sell SUPER SOY 


Because it is just what your feeders have been 
looking for—a mineralized balancing feed—made to 
fit present economic conditions. 


A fast-selling concentrate that wins new customers 
—_ helps hold the old ones, also helps sell other 
eeds. 


The foremost nutritional authorities of the world 
recognize the outstanding merit of adequately mine- 
ralized Soybean Oil Meal—And that’s exactly what 
SUPER SOY is. 


A tested and proven concentrate—backed by real 
educational publicity which makes SUPER SOY 
easy to sell. 


SUPER SOY makes money for the feeder—also the 
dealer who distributes it. 


SOYA PRODUCTS INC. 


BOARD OF TRADE BUILDING 
CHICAGO 


The SUPER SOY 
ton contains the con- 
centrated quality 
proteins from the 
seed of more than 


Soya Produets, Inc. 
Chicago, Illinois Date 


Gentlemen: 


about SUPER SOY. 


Please send A ig sample and further information 


two (2) acres of | Name 
American-grown 

Address. 
Soybeans. 
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WISCONSIN 

Cope Brothers Feed Co., Ellsworth, 
has purchased the W. J. Buckner Co. 
elevator. 

Mayr’s Seed & Feed, Beaver Dam, 
has taken over the feed store formerly 
eperated by Zillig & Wambold, Sun 
Prairie. Hugo F. Henkel, Horicon, will 
be in charge. 

Bignell & McMahon, Durand, are 
constructing a new flour and feed ware- 
house. 

Harry Nethery, Sullsburg, whose 
grist mill was recently destroyed by 
fire, has resumed business. 

Farmers Wholesale Co., Viroqua, has 
opened a new feed store. Melvin Swen- 
son is manager. 

Charles Mulberger, 58, manager of 
the Globe Milling Co., Watertown, 
passed away recently at his home. He 
was a graduate of the University of 
Wisconsin college of law and was ac- 
tive in political circles in his section 
of the state. 


Poultry 


Four New York Counties Join 
To Form Association 


EVENTY-FIVE feed merchants 

from Delaware, Otsego, Chenango 

and Schoharie counties met at 
Oneonta, N. Y., January 29 and organ- 
ized the Delaware & Susquehanna Re- 
tail Feed Dealers association. Lynn A. 
Wyckoff, Schenevus, N. Y., was named 
president. 

Bruce L. Hall, Cooperstown, N. Y., 
was chairman of the rieeting, which 
was held in the Oneonta hotel. He 
was assisted by John A. Laurens, One- 
onta, N. Y., and Lee Camp, Walton, N. 

Chairman Hall opened the meeting by 
announcing that several feed dealers had 


Will Look for this Tag 


The Pri Oteins 
are sy. ?-Cron 


in this Chow 
~tzed, 


Tuts EXTRA TAG on every bag of Purina 
Chick Startena and Purina Chick Growena is 
backed by the most extensive national chick 
feed advertising campaign of all time. Folks 
will be looking for it when they buy feed for 
their chicks. Big things are ahead for the stores 
with Purina Chows ready for the demand. Wire 


today for full details. 


PURINA MILLS 
923 Checkerboard Square, Saint Louis, Missouri 
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proposed an organization to cooperate 
with the Eastern Federation of Feed 
Merchants, and to meet often to con- 
sider local trade problems. W. A. Stan- 
nard, secretary of the federation, spoke 
on the importance of local or district 
clubs, particularly at this time when 
legislation of unfavorable nature is 
pending both in the state and federal 
legislatures. 

“The federation can only be success- 
ful if it has the complete support of 
all the retail dealers, Secretary Stan- 
nard said. “To accomplish our pur- 
poses we have a board of directors 
which governs the organization and di- 
rects its program. Recently a_ board 
of governors was formed with repre- 
sentatives in each district where there 
were enough feed mercnants to war- 
rant it. These governors assist the 
district clubs and keep them in touch 
with the activities of the federation.” 

The enthusiasm of the dealers was so 
great that the organization was quickly 
effected. Lynn A. Wyckoff, Schenevus, 
was elected as a permanent chairman, 
and H. Glenn Harper, Delhi, as_ sec- 
retary and treasurer. Mr. Wyckoff was 
loudly welcomed when he was presented 
by Mr. Hall. He went into immediate 
action and the following directors were 
quickly selected: Delaware county, E. 
T. Van Buren, Hobart, N. Y.; Otsego 
county, Gerald Irish, Weils Bridge, N. 
Y.; Schoharie county, Charles Dutton, 
Middleburg, N. Y.; Chenango county, 
C. H. Eldred, Bainbridge, N. Y. The 
four directors will select one other deal- 
er to serve on the board. 

A discussion of the condition of busi- 
ness continued until midnight. At the 
close of the meeting Chairman Wyckoff 
asked the dealers if they were satis- 
fied with the meeting and the results 
accomplished and there was an enthus- 
iastic vote in the affirmative. 

The new organization voted approval 
of the federation’s efforts to have the 
federal farm board abolished and the 
agricultural marketing act repealed. It 
also went on record as opposed to state 
or federal employees using their offices 
tc promote any private or cooperative 
enterprises. 

A conference will be sought by rep- 
resentatives of the association with of- 
ficials of the New York Central railroad 
to try and obtain reductions in the 
freight rates on the Ulster & Delaware 
railroad, which has recently been ac- 
quired by the Central. 

A meeting of the officers will be called 
soon to arrange the program for the 
year. 


McKERCHER MILLING CO.,, 
Wisconsin Rapids, Wis., recently suf- 
fered a severe loss when its elevator 
at Arpin was destroyed by fire. 
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Indiana 


Dealers 


Reelect Barr 
Discuss Portable 
Competition 


ORTABLE mill competition, pow- 
er rates and adverse legislation, 
were discussed at the 3lst annual 

convention of the Indiana Grain Deal- 
ers association at Indianapolis, January 
21 and 22. 

Increasing numbers af itinerant 
grinders were reported to be invading 
the state and reducing the stationary 
mill business from 40 to 75 per cent. 
R. D. MacDaniel, Grain Dealers Na- 
tional Mutual Fire Insurance Co., di- 
rected the discussion on portables, cit- 
ing several reports and figures published 
in The Feed Bag. Mr. MacDaniel’s ad- 
dress appears elsewhere in this issue. 

Too Much Taxation 

Indiana’s new chain store tax was 
branded as dangerous legislation by W. 
N. Moore, Covington. He declared 
that the law smacked of the general 
trend of the government to establish 
unnecessary -bureaus, boards, commis- 
sions and payrollers. Mr. Moore point- 
ed out that taxes have increased 325 
per cent in 16 years as a resuit of gov- 
ernment meddling in business activities. 
He praised Gov. Harry G. Leslie for 
opposing a special session of the Indi- 
ana legislature for the enactment of 
new tax laws. 

Everett McVicker discussed power 
rates, maintaining that they were out 
of reason and too costly for the mill 
operator to meet outside competition. 
He explained that in a survey recently 
conducted, it was discovered that Indi- 
ana power rates were irregular over the 
entire state. Mr. McVicker declared 
that very few mills were in opposition 
to make an accurate check of power 
used in grinding, mainiy because the 
plant is equipped with only one meter. 
The size of the screen, he explained, 
determines the consumption of power to 
a large extent and in many cases screens 
are not changed, resulting’ in high pow- 
er costs. He advocated the installing 
of separate meters in each grinder to 
enable the purchaser to determine which 
was the most economical type of mill 
to buy. 

C. E. Skiver, Purdue university, 
praised the dealers of the southwestern 
part of the state in their efforts toward 
eradication of wild garlic. He recom- 
mended fall plowing followed by early 
spring plowing as one of the most ef- 
fective control measures. 

Discusses Legislation 

“Too many laws are on the statute 

books and the efficiency of government 


is being questioned,” declared F. E. 
Watkins, Cleveland, in his talk on legis- 
lation. “The time is at hand when 
there will be a revolt against excessive 
expenditures of government funds.” 

Mr. Watkins assailed the federal farm 
board and other legislative measures af- 
fecting the grain and feed trade. 

The fact that the United States is the 
only country in which hunger exists, 
despite the overproduction of food and 
supplies, was pointed out by B. W. 
Snow, Chicago, in his analysis of the 
depression. 

“If each and every country can solve 
its own individual problem, the solu- 
tion for the entire world will be sim- 
ple. The cost of government has in- 
creased five times since 1913 to 1928 
and unless it is realized that the fed- 
eral government, like the individual, 
has strained its credit, we are all head- 
ed for a financial crash similar to that 
experienced by states and municipalities 
all over the country during the past 
year. 

Prescribes a Smile 

“Wear a smile,’ advised B. M. Put- 
ney, Fort Wayne, in a discussion of 
hard times. ‘There never was a time 
when a smile meant more than it does 
today. It is now more necessary than 
ever to look at the buyer’s side of the 


INDIANA 

R. C. Fiscus and his son, Raymond, 
Jr., have purchased the feed store for- 
merly operated by Cord Nye, 3222 West 
Washington street, Indianapolis. 

Lebanon Grain Co., Lebanon, recent- 
ly installed a new feed mixer. 

Exchange Feed Store, Pierceton, has 
moved its business to the Neuhauser 
hatchery building. 

William B. Myers, manager, Farm Bu- 
reau feed store, Osgood, died suddenly 
in his office January 20. 

W. E. Jacob’s feed store, Bloomfield, 
was badly damaged by fire which origi- 
nated in a hay storage warehouse in 
the rear of the building. 

C. G. Wolf, North Liberty Elevator, 
North Liberty, recently routed several 
thieves who endeavored to sell him a 
load of stolen clover seed. While Mr. 
Wolf, on pretense of taking a sample 
of the seed into his office for testing, 
notified police the robbers became sus- 
picious and fled. 

W. H. Aylor, Chillicothe, Ohio, is 
the new manager of the Tuxedo Feed 
& Supply Co., Aurora, replacing Leon- 
ard Melching who has accepted a posi- 
tion with Swift & Co., Chicago. 

Johnson’s feed store, Carlisle, has in- 
stalled a new hammer mill. 
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Oo. L. Barr 


Mr. Barr, O. L. Barr Grain Co., Bicknell, 
continues his duties as president of the In- 
diana Grain Dealers association for the second 
term. 


fence and observe his problems through 
his eyes. Feed dealers must study the 
needs of the farmer and help him over- 
come his difficulties if they expect to 
prosper.” 

Business worries were forgotten at the 
annual banquet and dance Tuesday eve- 
ning, January 21, at the Columbia club. 
Everyone appeared to be happy and 
confident that 1932 would bring a de- 
cided turn of affairs. 

O. L. Barr, Bicknell, who presided 
at the meeting, was reelected president 
of the association. W. D. Springer, 
Indianapolis, was chosen vice president; 
R. B. McConnell, Indianapolis, treas- 
urer, and Fred K. Sale, Indianapolis, 
secretary. 


Henry Volmer has taken over the 
John Gienger & Co. feed store, Jeffer- 
sonville. 

J. A. McCarty Seed Co., Evansville, 
has established a milk, butter and poul- 
try buying station. 

Poseyville Grain and Feed Co., Po- 
seyville, has been incorporated by Peter, 
Oscar and Ralph Emge, Conrad Elpers 
and Urban Reising. 

Melvin Webber, Wolcottville, has sold 
his feed mill to Dewey Buchanan. 

George T. Burk, senior member of 
the Burk Elevator Co., Decatur, recent- 
ly celebrated his 75th birthday. His 
sons, Avon and Sims, arranged the cele- 
bration. 

N. B. Sheppard & Son elevator, Gene- 
va, has been purchased by the Geneva 
Milling & Grain Co. 


SHEETS IS PRESIDENT 
Frank S. Sheets, Sheets Elevator Co., 
Cleveland, was elected president of the 
Grain & Hay Exchange, Cleveland 
chamber of commerce, at a meeting 
held January 13, George Schmitt, Nick- 
el Plate Elevator Co., was chosen vice 
president; E. E. Brott, Sherwin-Wil- 
liams Co., treasurer, and K. L. Hardy, 

Fairschild Milling Co., secretary. 


Page Twenty-one 


| 
oe 
| 


Here’s 
A sure-fire profit 


plan for you?! 


Vitalize 
Poultry Feed 
with Conkeys 


A powder rich in 
the B vitamins of 
brewers’ yeast and 
the A and D vita- 
mins of cod liver 
oil. The elusive 
A and D vitamins 
are held secure by 
Conkeys special 
patented process. 


Feed Dealers and 
most by handling 
the complete line of 
Conkeys Poultry, 
Dairy and Stock 
Feeds. 


Let Conkeys Y-O 
put you a step 
ahead of your 
competitors? 


Mail coupon 
today? 


Mr. Mill Owner! You can make every 
poultry raiser in your community a boost- 
er for your feeds. Yon can get a reputa- 
tion for producing the best poultry feed 
obtainable in your section. You can 
increase your poultry feed business 
and help your customers make more 
money out of their flocks. Just add to 
your feed 


(onkeys ¥:Q 


Rich in Vitamins A, B and D 


Conkeys Y-O is the nationally advertised 
poultry feed vitalizer that has proved its 
efficacy in actual use by the foremost 
poultry raisers of America. These 
poultrymen know from long experience 
that Conkeys Y-O makes hens lay more 
and larger eggs with stronger shells — 
eggs of increased fertility and hatchabil- 
ity—eggs from which can be hatched 
stronger chicks, free from leg weakness 
(rickets) and subject to lower mortality 
—chicks that grow faster, look better 
and bring more money. 


Start using Conkeys Y-Oin your feeds 
at once. See how quickly it steps you 
ahead of competition. The coupon 
will bring you details, prices, etc. 


THE G. E. CONKEY CO. 


6761 Broadway Cleveland, Ohio 


Mills: Cleveland, O.; Toledo, O.; 
Nebraska City, Nebr.; Dallas, Tex. 


| 
Quality | 


The finest quality pro- 
ducts at the lowest 
price—that is the tribute 

E paid us daily by satisfied 
users of 


‘RED 3’? Brand: 
Bolled Oats 
Steelcut Oatmeal 
Whole Oat Groats 
Ground Oat Groats 
Feeding Oatmeal 
Hygrade Oatfeed (11% Protein) 
Reground Oat Hulls 
Unground Oat Hulls 
Fine Ground Oat Hulls 
White Hominy Feed (7% Fat) 


Wire us for Quotations 


The Corno Mills Company 
East St. Louis, Ill. 


Three Minute Cereals Company 
Cedar Rapids, Iowa 


Gentlemen: 


Tell us more about how Conkeys 


Y-O will help us increase our feed sales and 


profits. 


Firm Name 
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RUSSELL-MILLER MILLING Co. 


General Offices, MINNEAPOLIS, MINN. 
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Soybean Oil Meal Is Making Good 
As Feed Concentrate 


Numerous Tests Prove Merit of Product 


HE wrong kind of fat in lean 
years. 


Feeding experts, following a 
series of tests in several state univer- 
sities, pronounced this verdict upon soy- 
beans. It was an outright declaration 
of guilt upon the lowly farm product 
which was brought to trial because 
packing houses complained of a con- 
tinually increasing amount of soft, oily 
pork shipments from farmers of the 
corn belt. 

Sons of the sod could not be blamed. 
Prices offered for soybeans were dis- 
couragingly low. 

“To blazes with the market!” said 
the growers. “We'll feed our soybean 
crops to the hogs in place of corn.” 

Raw Bean Too Oily 

Which they did. They soon discov- 
ered that packers refused to pay them 
the top price for their pork. It didn’t 
have the texture and flavor that came 
from this section during more prosper- 
ous times. 

Feeding experts got busy. They con- 
ducted tests and found soybeans guilty. 
It was the oil in the soys that did the 
damage. Proteins and not the oily ele- 
ment was the thing the hog raiser of 
the corn belt needed to produce good 
pork. The soybean fat was the wrong 
kind for lean years. 

The weakness of the soybean in this 
respect, however, has proved to be its 
strength. Application of science and 
modern milling methods has placed 
soys in the ranks of leading feed con- 
centrates. This product is now used 
successfully and economically in live 
stock and poultry rations. 

Soybeans can be fed (1) as silage 
or hay, (2) whole or ground with meal, 
(3) as soybean oil meal, (4) in mineral- 
ized form. Soybean plants are often 
cut before they go to seed and made 
into fodder for silage. Soybean hay is 
also widely fed on farms. 

Meal, Oil Meal Differ 

There is a distinct difference between 
soybean meal and soybean oil meal. 
Soybean meal (ground soybeans) is the 
product after the whole, raw soybeans 
have been ground or reduced to meal, 
but without the oil removed. 

Soybean meal is the product remain- 
jing after a major part of the oil has 
been removed from the soybeans by 
processing and the resulting cake re- 
duced to meal. This protein concen- 
trate keeps well, contains more protein 
than raw soybeans and will not pro- 
duce soft pork or butter, according to 
tests. 

Three processes are employed in mak- 
ing soybean oil meal. They are as fol- 
lows: 


These huge presses squeeze the tener ae oil out of the soybeans after they have been 


cooked under pressure and ground. T 
hydraulic process. 


is method of prod 
Other methods, aiso described in the article herewith, include the expeller 


ucing soybean meal is known as the 


process and the solvent or new process. The | atter method, requiring chemicals, is little used in 


the United States. 


1. Solvent or new process. In this 
method chemicals are used to dissolve 
the oil in the beans. Very little solvent 
process soybean meal is produced in 
the United States but much of our im- 
ported product is of this type. 

2. Hydraulic or Old Process. This 
is the oldest method known for remov- 
ing oil from seeds. The soybeans after 
being ground, are cooked in steam-jack- 
eted kettles at a temperature around 200 
degrees Fahrenheit. Hydraulic pressure 
is then applied to press out the oil. 

3. Expeller Method. This is a com- 
paratively new method. The soybeans 
after being ground are cooked in steam- 
jacketed kettles and then the oil is ex- 
pelled by a friction process, which gen- 
erates temperature well above the boil- 
ing point. Carefully manufactured soy- 
bean meal made by the expeller pro- 
cess is well cooked and has a bland, 
nut like taste. 

Runs High in Protein 

Feeding tests reveal that soybean oil 
meal runs high in quality protein, carry- 
ing approximately one-seventh more of 
this element than linseed oil meal. It 
ranks with cottonseed meal and peanut 
oil meal among the concentrated vege- 
table source protein feeds. 

In many tests which were conducted 
at the JIowa_ state college, Ames, 
throughout the past several years, corn 
and soybean oil meal proteins proved 
superior to corn and meal tankage pro- 
teins. 
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At the University of Illinois recently 
54 hogs were fed 18 to 20 per cent soy- 
beans with corn in dry lot. After 
slaughtering, two carcasses were found 
to be medium-hard, seven medium-soft, 
30 soft and seven oily. Twenty-three 
hogs fed corn and 12 to 15 per cent soy- 
beans in dry lot resulted in five medi- 
um-hard, six medium-soft, and 12 soft 
carcasses. In other words, it was im- 
possible to use raw soybeans as the 
protein supplement without lowering the 
grade of the pork. 

Where soybean meal was used the re- 
sults were more favorable. Thirty-five 
hogs in two experiments were fed a 
ration containing approximately 13 per 
cent soybean meal. The result was 16 
hard, 17 medium-hard, one medium-soft 
and one soft carcass. Only two were 
not acceptable from the packer’s stand- 
point. 

Needs Essential Minerals 


Like all vegetable proteins, soybean 
meal is low in mineral matter and best 
results can be obtained when it is for- 
tified with the deficient elements. Wis- 
consin, Illinois, Missouri, Indiana, Ohio 
and other states have demonstrated that 
when soybean oil meal is reenforced 
with the necessary minerals, it has a 
nutritive value equal to that of tank- 
age, fish meal and other animal pro- 
teins commonly fed to hogs. Sodium, 
calcium, phosphorus, iron, copper and 
iodine are the essential minerals lack- 

(Continued on page Twenty-seven) 
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There’s no outfit like it to cut, grade and 
aspirate corn for scratch and chick feeds! 


The Monarch Corn Cutting 
and Grading Outfit 


_ It is a complete plant in itself. Makes the 

2" cleanest cracked (steel cut) corn you ever saw 
and mighty little meal. Sharp knives cut the 
kernels, three sieve grader separates it, fan 
draws off bran, chaff, etc., into dust collector. 


Complete ready to put to work as soon as belt 
, is put on drive pulley. Cracked corn sales 
just naturally grow where this machine goes in. 


‘@ wy Write for New Catalog F-2. 


Sprout, Waldron & Co., Inc. 


Box 318, Muncy, Pa. 


Chicago Office: 9 SO. CLINTON STREET 
Buffalo Office: 725 GENESEE BUILDING 


Builders of America’s Most Complete Line of Milling Machinery. 


R. L. HERRICK M. H. HERRICK 


100% FOR 
THE DEALERS 


HERRICK 
FEED 
CO. 


Linseed Meal and all other 


feed ingredients available Phones Phones 
in mixed cars with 135 135 
STERLING products. 118 118 
e HARVARD ILLINOIS 
Write or wire for prices. WHOLES ALE 
Northrup King & - GRAIN & FEED SHIPPERS 
Minneapolis, Minn. | R.L. HERRICK, Jr. J. M. HERRICK 
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Hundreds of satisfied users. 
: 


Established Dealer Can Beat 
Portable Competition 


(Continued from Page Nine) 

cr how to feed to best advantage. If 
you can satisfy the wants of such a 
customer so that he will make more 
money from his hogs, cattle or poultry, 
then that is service—and it is the kind 
of service that holds customers and 
builds trade. It is the kind of service 
that will eliminate portable competition. 

First and foremost, therefore, in this 
fight for business we must place knowl- 
edge. If you would make money 
through the preparation of feed-stuffs 
you must see to it that these feeds in 
turn make money for the farmers and 
without some knowledge of correct feed- 
ing of live stock that is not possible. 
That may take some study but the man 
who will not study his business cannot 
hope to successfully carry on that busi- 
ness. The average operator of a port- 
able has no background of experience 
such as the established dealer. He is 
but a grinder of grain and at a disad- 
vantage to start with. If the estab- 
lished dealer will but augment his pres- 
ent knowledge with current information 
from the bulletins issued by the state 
agricultural colleges and the trade pub- 
lications he will have the basis upon 
which a successful feed business can 
be built. 


Install Modern Equipment 


Secondly, the established dealer must 
have auxiliary equipment with which to 
make better feed than can be made by 
a portable. The need for this has been 
clearly demonstrated by the increased 
number of mixers that have been in- 
stalled within recent months. Many 
dealers have found a talking point in 
the installation of magnetic separators 
that enable them to produce feed that 
is free from metallic particles that are 
injurious to live stock. 

Some dealers have established truck 
routes for the delivery of feeds or will 
deliver direct to destination. Where 
this is done, it is possible to add to the 
service by offering to bring along some- 
thing that may be needed from the gro- 
cery. That may seem like stretching 
a point but with the cooperation of the 
grocer it involves practically no extra 
work and adds materially to the good 
will which the dealer is trying to build. 


Advocates Advertising 


With the facilities to render good 
service at hand it is next necessary that 
your patrons know about them. Ad- 
vertising has been used successfully in 
building up feed trade. That does not 
simply mean the placing of an adver- 
tisement in the local paper, although 
that medium should not be overlooked. 
One successful dealer sends out postal 
cards at least four times a year listing 
prices, special bargains and the like. 
This has been done for the past four 


years—the first mailing brought in an 
order that netted a profit of $370. 

Direct by mail advertising has great 
possibilities for the feed dealer. If your 
message is too lengthy for a postal card, 
mimeographing will be found less ex- 
pensive than printing but there is ad- 
vantage in being brief. One advantage 
in using envelopes is that advertising 
put out by manufacturers can be in- 
cluded at no extra expense. And do 
not overlook the possibilities of the tele- 
phone. Another successful dealer makes 
a practice of frequently calling up one 
or another of his influential farmer pa- 
trons who have successfully used a cer- 
tain feed. These calls are always made 
in the evening when the other phones 
on the party lines are apt to be avail- 
able for listening-in purposes. The reg- 
ularity of orders following these con- 
versations demonstrates the value of 
such advertising. 

Samples Are Efiective 

Some dealers regularly canvass their 
territory with samples. This offers op- 
portunities for close comparison with 
feeds ground by portables and opens the 
way for a complete discussion of thie 
farmer’s feeding problem. Such discus- 
sions establish confidence which is the 
basis upon which all successful business 
must rest. 

Portables Are Hazardous 


Many dealers have pointed out to their 
customers the fire hazard incidental to 
the use of portable mills in and about 
farm property. This is a very real haz- 
ard and there are at least four cases 
en record where farm property was des- 
troyed in this manner. 

We have been unable to determine 
whether the owners of these properties 
were reimbursed for their losses but we 
do know that many of the farm mu- 
tual fire insurance companies have 
served notice on their policy-holders that 
they will not be liable for a fire caused 
by one of these mills while in operation 
or for any fire occurring within ten 
hours after such operation. So far, 
none of the Indiana farm mutuals have 
taken a definite stand in this respect 
but, as a matter of fact, they are ade- 
quately protected by the clause in their 
policies by which the policy becomes 
void upon an increase in the hazard 
without notice to the insurance com- 
pany. That leaves the farmer holding 
the sack unless the owner of the port- 
able carries property damage insurance. 
There is no question of the fire hazard 
of these portable outfits and it will be 
increasingly evident in Indiana as the 
portables now in use loosen themselves 
up a bit more. 

On October 5, 1931, a portable mill 
operating on the farm of a Mr. Taylor, 
near Fenton, Iowa, either exploded or 
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Everett Roquemore 


Everett Roquemore Joins 
Soya Products, Inc. 


Everett Roquemore has been appoint- 
ed advertising manager of Soya Pro- 
ducts, Inc., Board of Trade building, 
Chicago, manufacturers of soybean oil 
meal, soybean oil and Super Soy, a 
new mineralized soybean oil product. 

Mr. Roquemore has been associated 
with the feed business for more than 
16 years in sales promotion work. 
He was recently advertising manager of 
Vitality Mills, Inc., Chicago, and was 
fermerly connected with the J. J. Bade- 
noch Co. of that city. 

“For many years the mixed feed in- 
dustry has been familiar with the feed- 
ing merits of soybean meal,” said Mr. 
Roquemore in announcing his new con- 
nection. “The present exceedingly low 
price of this high grade ingredient 
makes this economical concentrate an 
especially good buy for the feeder in 
that it can be fed to all classes of live- 
stock and poultry, and when adequately 
mineralized serves as an efficient bal- 
ancer of farm grains.” 


OTTO BURMESCH, Random Lake 
Cooperative association, Random Lake, 
Wis., won second honors in_ the 
state skat tournament recently held at 
the Milwaukee auditorium, Milwaukee. 


mechanically disrupted and so injured 
Mr. Taylor that he bled to death before 
he could be taken to a hospital. The 
ewner of the mill lacked personal re- 
sources and he carried no liability in- 
surance. The family of the dead man 
received nothing. 

With this we conclude our resume of 
the portable grinding situation. Be- 
cause you can build up a case against 
them they will not fold up and die. As 
we said before, whether the portable 
mills remain depends entirely upon what 


_ you, individually and collectively, do 


about it. And what is done must be of 
a constructive nature. 
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ORDER NOW 


The demand for 
good quality 
Peat Moss is 
growing—it is a 
PROFITABLE 
item to handle. 
SUPERIOR 
brand is one of 
the finest on the market; Feed dealers everywhere 
handle it. We offer it at the most reasonable 
prices in carload shipments or less. 


WRITE US TODAY. 


Clean, dry, BALED 
SHAVINGS—carloads 
only. They are plentiful 
and cheap now. Write 
for prices. 


Frank Miller & Sons 


2240 W. 58th St. Chicago, Illinois 


Every Good Dealer 
Can Beat 
Portable Competition 


Read how some dealers are doing it in an 
article on another page of this issue of THE 


FEED BAG. 


Tell the farmers why your grinding service 
You can do it with our circulars 
Only $4.50 for 
250 copies, $5.50 for 500 copies, $7.50 for 


is better. 
imprinted with your name. 


1,000 copies, postage extra. 
Send check with order to 


oO Check here if you have Magnetic Separator 


Please ship us................------------ (write number) The Feed B ag 
copies of your circular ‘‘Happy Is_ the 
Farmer Who Goes to the Milil.’’ : 210 East 
ae is enclosed. Michigan 
Firm Name ; street 
Milwaukee 
Wis. 
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Every 
Buyer of 


A-C Feeds 


knows from experience, that these feeds 
are based on Quality—and are guaranteed 
to produce results at a reasonable cost. 


It is easy to get ‘‘repeat orders’? on A-C 


POULTRY & DAIRY FEEDS, for con- 
sumers realize their value. 


Live Dealers—here 


An A-C opportunity to build up a busi- 
Feed for ness that will substantially in- 
every crease your volume. 
need’”’ MIXED CARS, WITH FLOUR AND 


@® MILL FEED OUR SPECIALTY. ® 


Write for prices and samples. 


ISCONSIN MILLING CO. 


Menomonie, W isconsin 


EUTSCH & SICKERT 
COMPANY 


400-401 Chamber of Commerce 
MILWAUKEE, WISCONSIN 


. REPRESENTATIVE OF 


Staley Sales Corp. 


Corn Gluten Feed 23% Protein 
Corn Germ Meal 18% Protein 


Staley’s Soy Bean Oil Meal 
41% Protein 


Straight and Mixed Cars 
Use the Phone 


DISTRIBUTORS Call 
PILOT and REEF BRAND Meravette 


Genuine Oyster Shells 


Write for delivered prices 31 40 
3141 


Get our CORN and OAT Prices || 


Feeds of all kinds also Hay— 
Alfalfa Hay a Specialty 
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Soybean Oil Meal Makes 
Good as Concentrate 


(Continued from Page Twenty-three) 


ing in soybean meal. Injection of these 
elements provides protection against 
many common livestock diseases includ- 
ing anemia and goiter. 

“That soybeans are deficient in min- 
crals, especially calcium, from a feed- 
ing standpoint is now well-known,” re- 
ports the University of Illinois college 
of agriculture in its Bulletin No. 369. 
“The addition of minerals to a ration 
of corn and soybeans apparently makes 
it more palatable to pigs. The result- 
ing higher feed intake naturally pro- 
duces moré rapid and, in general, more 
economic gains.” 

At the Ohio station in ten different 
hog feeding tests it required 343 pounds 
of corn, 48 pounds of soybean oil nieal 
and nine pounds of mineral to produce 
100 pounds of gain, as compared with 
a ration consisting of 367 pounds of 
corn, 35 pounds of tankage and five 
pounds of mineral necessary for obtain- 
ing a similar gain. 

Good for Dairy Cows 

Soybean oil meal has also been found 
satisfactory as a protein supplement for 
dairy cows. Indiana and Ohio sta- 
tions have discovered that it is equal 
and in many instances better than cot- 
tonseed and linseed meal. The United 
States department of agriculture in Far- 
mers Bulletin 1617 reports that “soy- 
bean meal has been found equal or su- 
perior to cottonseed meal and linseed 
meal for milk and butterfat production.” 

Success has also been reported in us- 
ing the meal as a protein carrier for 
fattening beef cattle, ewes, horses and 
poultry. Some tests at experiment sta- 
tions and at poultry farms proved soy- 
bean meal especially valuable in pro- 
ducing feather bloom or sheen and im- 
proving the consistency and taste of 
eggs. Feeding experts also have found 
that soybean meal carries vitamins A, 
B, C and E. Although soybeans in 
their raw state were guilty of playing 
a serious prank upon hog raisers during 
the lean years, they have under proper 
study and treatment redeemed them- 
selves in furnishing agriculture with an 
effective, low cost protein concentrate 
for all types of livestock and poultry. 


JOHN R. GRIGG, formerly with the 
California Packing Corp., is one of the 
organizers of Edible Oils and Meals, 
Inc., 214 Front street, San Francisco. 
The new company will sell fish meals 
and Vitamin D oils to the feed industry. 


NEW “ELECTRICAL CODE” 

The Mutual Fire Prevention Bureau, 
210 East Ohio street, Chicago, of the 
Association of Mill and Elevator In- 
surance companies, has just completed 
revision of its “Electrical Code.” The 
booklet contains complete rules for the 
installation of electrical wiring in flour, 
feed mills and grain elevators with il- 
lustrations. Copies are available free. 


Donald Danforth 


William H. Danforth 


Succeeds Father as President 
Of Purina Mills, Inc. 


ILLIAM H. DANFORTH, 
Purina Mills, Inc., St. Louis, 
was elected chairman of the 
board of directors and his son, Donald, 
was chosen president of the company 
to succeed his father, at the annual 
meeting of the firm held recently. 
In accepting their new positions, both 
men expressed confidence in the future 
of the feed industry and agriculture. 


“The American farmer is 


going 
through lean years,” said Mr. Dan- 
forth, Sr., “but confidence in him is 
unshaken. What he produces are the 


very things that are basic. 
the world’s commerce and business is 
built. They are bound to come back 
to their true value, and, because the 
farmer is rapidly becoming more effi- 
cient in his breeding, management and 


Upon them 


Washington Feed Dealers 
Meet February 20 


The Feed Dealers Association of 
Washington is completing plans for its 
fourth annual convention, to be held 
at the Tacoma hotel, Tacoma, Febru- 
ary 20. Business discussions will oc- 
cupy the morning and afternoon ses- 
sions and in the evening the delegates 
will lay aside their cares for a program 
of entertainment which will include the 
annual banquet. All dealers of the state 
are invited to attend. 

John G. Wilson, manager Valley 
Feed Co., Puyallup, has been appointed 
chairman of the entertainment commit- 
tee and promises to show all who at- 
tend a good time. Assisting him are 
Ralph Johnstone, W. A. Farr, Howard 
Taylor and Art Endris, alt of Tacoma, 
and Gordon Foy, Lacey. 

The standards committee recently 
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.is clearly demonstrated. 


feeding operations, he will realize an 
even greater farm prosperity than we 
have ever had before. 

“T want to be in a position to en- 
large my efforts, particularly as busi- 
ness relates to farming. At the same 
time I have an eye on the future and 
am developing in this organization 
young leaders to care for the growth 
and expansion of one of agriculture’s 
most vital industries.” 

“Our policy will always be one of 
larger service to the farmer,” said Mr. 
Danforth, Jr. “Our research laborato- 
ries and experimental farm are work- 
ing overtime to dig out fundamental in- 
formation that will be of actual help 
and benefit to the great mass of farm 
people—mainly to increase the margin 
of profit on their feeding operations.” 


appointed by the association to study 
various materials being offered to the 
feed trade, announces that it will be 
glad to investigate any products at the 
suggestion of the members. 

“This committee,” reports Floyd 
Oles, Tacoma, manager of the organi- 
zation, “is inclined to view with skep- 
ticism any new product proposed as a 
constituent for mixed feeds which has 
the effect of increasing the cost of those 
feeds unless a corresponding advantage 
This does not 
mean that the committee has closed its 
mind to improvements and new devel- 
opments, but simply that it believes 
their value should be amply demon- 
strated before purchase.” 


SOLOMON KIMPEL, 73, superin- 
tendent of the Niagara Falls, N. Y., 
Milling Co., for many years, died Janu- 
ary 10 at his home. A lingering illness 
was complicated by pneumonia. 
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Biggest Profit Maker 


in Your Field Today! 


IMMEDIATE ... 


We don’t need to tell you that eggs and 
poultry are about the only profitable branch 
of farming. Farmers know about it. 


Baby chick hatcheries are already booking 
orders far ahead of last year. This means 
chick feed sales—and immediate profits for 
those who can produce. 


The BLUE STREAK CORN CUTTER, GRADER 
AND POLISHER is the immediate profit 
maker. ole corn goes into the Blue 
Streak and comes out in five even grades: 
coarse, medium and fine cracked corn; also 


cornmeal and corn bran, all of the finest 
quality. Amount of each grade can be regu- 
lated. For the first time, the miller can 
eliminate constant resharpening of knives, or 
other cutting devices and yet produce a bet- 
ter product. 


Capacity, penton cost and original cost of 
this unit, corn cutting and 


within reach of the smallest miller for the 
first time. 


Send for free literature today. 


PRATER PULVERIZER COMPANY 


Manufacturers of Blue Streak Triple Reduction Process Hammer Mills 


Dept. U, 1829 S. 55th Ave., Chicago 


— WHEAT 
MIXED FEED 


=Wheat Low Grade Flour, Red Dog, 
Middlings, Bran, Screenings 
not exceeding mill run 


ST. PAUL, MINN. —— 


> Office 315 Corn Exchange 
“MINNEAPOLIS, MINN. A 


CAPITAL FLOUR MILLS, 


MINNEAPOLIS, MINN. 


Queen Wheat Feed 
Cherokee Middlings 
Mid-Dog Middlings 


ee Your trade will appreciate 
these quality feeds, and in- 
crease your volume of busi- 
ness which means increased 
number of customers and 
larger profits .. These quality 
feeds are manufactured in our 
own mills. 


Inc. 


Medium XX 


a NEW SUPERIOR DIAMOND 


Grinding Plates 


have been perfected in our 
plant — the latest develop- 
ment in plate makeup. 

We guarantee these p!ates 
to last longer, grind faster 
and cooler, give better satis- 
faction all around than any 
similar p!ates now offered. 


A set of these plates will 
be shipped on thirty days 
trial — you to be the sole 
judge of their performance. 

If they fail to give satis- 
faction we agree to take them 
back and pay shipping costs 
both ways. Get our new and 
lower Price List today. 


Diamond Huller Co. 
WINONA, MINN., U.S.A. 


Builders of the Diamond 
Ball-Bearing Attrition Mills 
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King Midas Will Award 
Prizes for Baking 


King Midas Mill Co., Minneapolis, 
Minn., with the cooperation of T. L. Be- 
wick, Madison, state club leader, has 
offered prizes open to all baking club 
girls in Wisconsin. 

A $100 scholarship will be awarded 
in the home economics department of 
the University of Wisconsin or any 
other recognized college to the girl re- 
ceiving high honors. 

Second prize will be a $50.00 scholar- 
ship and a third prize of a $25.00 schol- 
arship will be presented for the 4-H 
club week to be held at Madison in 
June. 


“We have always been heartily in 
favor of the 4-H club movement and 
are glad to have the opportunity of 
participating in this work in Wiscon- 
sin,’ said Paul Sather of the King 
Midas staff. 


VITAMINS IN MILK 


Cows receiving feeds, treated to trans- 
fer vitamin D content into them, give 
milk that contains this element, recent 
tests conducted at the Brookhill dairy, 
Genesee Depot, Wis., have proved. The 
new development is an offspring of the 
plan evolved by Dr. Harry Steenbock, 
University of Wisconsin, who gave the 
world a process for irradiating foods. 


NICOLLET | 
+HOTEL- 


at the Gateway oe. 
MINNE 


When in MINNEAPOLIS 
why not gratify that long felt 
-want of an atmosphere of 
friendliness, comfort and re- 


laxation by sta at 
NEW NICOLLET 


Six hundred rooms complete 
in every detail at exception- 
ally reasonable rates. 
ful beds. : 


Moderately Res 
tant and ‘Shor. 


Three 


; 
| | 
| 
CAPITAL 
MILES, 
~ 32 | 
| 
| =— == 
I} 
=. 
i} 
| | HOME OF WCCO STUDIOS | 
| 
| | | | 
2 Rapid Cut | | 


OHIO 

Smith Crawford, 80, Youngstown, 
was shot and killed in his feed store 
by bandits when he attempted to resist 
a holdup. 

Roseville Mill, Zanesville, has opened 
for business with H. W. Williams as 
manager. 

F. M. Bruce, Watertown, has opened 
a feed and flour mill. 

R. P. Barrett & Son, Wilmington, are 
building a new office in connection with 
their warehouse. 


H. D. Collins & Sons, Eldorado, have 
opened a new feed store and grain ele- 
vator. 

Moody & Thomas Co. mill, Pennin- 
sula, was destroyed by fire recently with 
an estimated loss of $100,000. 

Hill & Hill, Oakwood, have purchased 
the 30,000 bushel elevator formerly 
owned by Brady Brothers, Payne. 

John Griffin, Quaker City, has opened 
a new feed mill. 

Ray White, Glouster, has opened a 
feed store. 


Pure Cane Molasses 
FOR FEED MIXING 


UGAR NE 
PLANTATION 


DAY, 


TANK CARS ” 


BARRELS 


NATIONAL MOLASSES CORPORATION 


PIER H, PORT RICHMOND 
Philadelphia Pa. 


‘*All your needs in grain and feeds’’ 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 


BUFFALO, N. Y. MIDDLETOWN, N. Y. 
Also Representing: 

J. C. HUBINGER BROS. CO., Keokuk, Ia. Ginten | 

ENRY LICH & CO., Kansas City, Milo and 
FAIRMONT CREAME Omaha. Dried Buttermilk 
G & COMPANY. Philadelphia, Blackstrap Molasses 

MUTUAL ENDERING CO., Philadelphia, eat Scra 

OYSTER SHELL PRODUCTS CO., Philadelphia, Pa................ Oyster Shells 


Do You Want To Increase 
Your Business and Profits? 


Armour’s Meats and Bone 
Scraps 
A complete mixture of high feeding 


value. Not less than 50% Protein. 


Armour’s Meat Meal Digester 
Tankage 


Armour’s Feeding Blood Meal 


Armour’s Special Steamed 
Bone Meal 


Write or wire us for prices. 


ARMOUR ond COMPANY 
ept 
Union Stock Yards Chicago, IIl., 


Plants conveniently located to insure you 
prompt deliveries. 


Over 40% of the Crushed 
Oyster Shell sold in this 
country is produced by our 
two plants. 


Poultrymen have a decided 
preference for PILOT BRAND 
because it contains no waste, 


no odor, no poisonous matter 
and it gets results. 


PILOT BRAND is nationally 
advertised. 


OYSTER SHELL PRODUCTS CORPORATION 
New York St. Louis London 


TRY OUR 
PECOS SPECIAL 


IT’S BETTER 


Your inquiry would be appreciated. 


Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NEW MEXICO 
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When in the Market: 


For Coarse Grains—Poultry Wheat 
Ground Barley—Ground Oats— 
Ground Screenings—Feed Screen- 
ings—Milloats. 

Ground or Unground Bulk or Sacked 


Write or wire for prices. 


IAW ATHA GRAIN COMPANY 
MINNEAPOLIS, MINN. 


Cottonseed Meal 


ALL GRADES 
Arrival Drafts 


——~ Quick Shipments 


Humphreys-Godwin Co. 
Established 1898 MEMPHIS, TENN. 


REG. U.S. PAT. OFF. 


MOLASSES 


GENUINE CUBAN BLACKSTRAP 


The NORTH AMERICAN TRADING and IMPORT CO. 
260 SOUTH BROAD STREET 
PHILADELPHIA, PENNA. 
Wire or Phone for Quotations 


CHICAGO NEW ORLEANS BUFFALO 


We Solicit Your Inquiries 


CANADIAN & DOMESTIC MILLFEED 
ALPINE BRAND OAT PRODUCTS 
SCREENINGS 


Maximum Service and Individual Attention 


J. A. FORREST 


Feed Merchant 


SECURITY BLDG. Since 1900 


MINNEAPOLIS 


Federation Completes 
Convention Plans 


(Continued from Page Thirteen) 


A special coach is being attached to 
one of the express trains to accommo- 
date the Buffalo delegates and in several 
other sections the governors are trying 
to secure enough advance registrations 
to warrant special cars. Feed merchants 
who are planning to travel by rail 
should communicate with the governor 
in their section. 

“Never has so much enthusiasm been 
reported for any convention in recent 
years,” said W. A. Stannard, secretary. 
“The salesmen who meet the feed men 
predict we will have the largest attend- 
ance on record. The advance registra- 
tions bear out that statement. Every 
retail feed merchant is cordially invited 
to attend whether a member of the fed- 
eration or not. We need the combined 
effort of the entire trade right now.” 


PAUL GEBERT, proprietor of the 
Lincoln Mill, Merrill, Wis., may claim 
fame as a bowler as well as a pro- 
gressive feed merchant. In league 
bowling at Merrill the other day, he 
scored a total of 636 in three games. 
Writing a friend, Paul said: “I would 
have had a swell total but five splits 
wrecked it.” 


All members of the Eastern Federa- 
tion subscribe to The Feed Bag. 


Shellbuilder 


is selected, bright in color, odor- 
less, perfectly screened, germ- 
proof, highly digestible, pure. It 
is packaged to sell. 


Write for a sample (three sizes) and 
a price. You'll like them both. 


SHELLBUILDER, INC. 
Cotton Exchange Bidg. 
Houston, Texas 
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Franke Grain 


Incorporated 


Established 1892 


GRAIN AND FEED 


MILWAUKEE, - WISCONSIN 


INLAND 
TRANSPORTATION 
INSURANCE 


Do You Transport Stock 
by Truck or by Rail? 


All hazards of transportation 
should be covered by insurance 
in the 


MILL MUTUALS 


Write your Insurance Company or 
Agency for particulars, or address 


Mutual Fire Prevention Bureau 


230 East Ohio Street Chicago, Illinois 


ll 
Straight Cars--Mixed Cars 


Sudden Service 


Bran— Midds—Oil Meal 
Alfalfa Meal—Gluten 
Hominy 
Feed Oatmeal—Oat Feed 
Nopco Cod Liver Oil 
Peat Moss— Charcoal 
Meat Scraps—Pearl Grit 
Pilot and Reef Oyster 
Shells 
Corn—Oats—Wheat 
Dried Buttermilk 
Fish Meal 


EVERYTHING FOR THE 
MIXER AND DEALER 


LA BUDDE FEED & GRAIN CO. 


| MILWAUKEE, WIS. | 
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The Burton Mixer 
Saves Space 


Loading and unloading from the same 
end and with an overall height under 7 
ft., the Burton Feed Mixer saves space, 
facilitates convenient operation. 


And it mixes thoroughly. Hundreds 
of feed dealers testify to that. Let us 
refer you to some of them who are operat- 
ing Burtons near you. 


Burton Feed & Mixer Company 
2844 West Grand Blvd. Detroit, Mich. 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


MACHINERY FOR SALE 
No. 157 Clipper Cleaner with roll feed and suc- 
tion fan; No. 57 Clipper Cleaner; No. 3 John 


two 7-25 H. P. Motors. Shaft and Belting. 
Address ARCHIE B. SPURGIN, Columbus, Ind. 


FEED BUSINESS FOR SALE : 
In order to settle an estate must sell a aoe | 
feed business in Southern Wisconsin, equip 
Anglo-American Hammer Mill, molasses mixer, 
gasoline storage. Also will include, if wanted, 
oultry and egg business with batteries, etc. 
— TURTLE VALLEY FARMS, Walworth, 
is. 


FEEDS AND FEEDING 

Latest complete illustrated edition of Feeds 
and Feeding by Professors W. A. Henry and 
F. B. Morrison for sale by The Feed Bag at $4.50 
per copy, f. 0. b. Milwaukee. Special price for 
one copy of Feeds and Feeding in combination 
with a one year subscription to The Feed Bag 
$5.50. Send. check or money order with order to 
THE FEED BAG, Milwaukee, Wis. 


ADDRESSOGRAPH FOR SALE 

We have installed new Speedaumat pAdoening 
equipment in our office and have a hand operate 
Addressograph, cabinet for Addressograph plates 
and approximately 5,000 plate frames for sale. 
This equipment would be —_ nght for some 
larger feed dealer or a feed distributor to use for 
his direct mail advertising. We will sell this 
equipment at an attractive price and could make 
arrangements to put buyer’s list on plates so 
equipment would be all ready to use. If interest- 
m write THE FEED BAG, Milwaukee, Wis. 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 


Carlots and Mixed Cars 
FLOUR, MILLFEED 
OILMEAL, ETC. 


502 Corn Exchange Bldg. 
MINNEAPOLIS, MINN. 
“‘Stand by Stan’’ 


GROUND OaT GROATS 


Low Fibre Content 
NORTH EAST FEED MILL CO. 


MINNEAPOLIS, MINN. 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF. 


Mother ’s Best Fiour 


CEREAL 


GRADING CO. 


MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS 
For 
WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


F. J. PHELAN CO. 


418 Chamber of Commerce 


MILWAUKEE, 
WIS. 


“Grain Futures” 


Special Attention to Hedges 


Feed Dealers: 


When in need of high quality 
feeds you will make no mistake 
@ by handling... 


Aeme Golden Feeds 
for Farm Animals and Poultry. 


@ They will meet every require- 
ment. Write for descriptive 
pamphlet and dealer’s price list. 


CME MILLING 


J. F. LANTZ, Expert in Animal Nutrition 
Gen’l. Manager. 


“TRACE MARK REGISTERED 


BADGER BRAND 


Selected Seeds 
and Seed Corn 


L.Teweles Seed Co. 
Milwaukee, Wisconsin 


Announcing a 
Special Arrangement 


on 
Meat Scraps 
Quantity Discounts 
Dealers Only 


Truck Loads or Car Loads 


So. St. Paul or Minneapolis 


Maney Bros. Mill & Elev. Co. 


MINNEAPOLIS, MINN. 


Telephone Main 3307 Collect 


Quality Does Count 


In tests completed at Madison—in which 
ractically every Cod Liver Oil sold in the 
tate was tested— 

NOPCO COD LIVER OIL used at a 
level of 14% added to the basal ration 
showed better results (higher percentage of 
ash in Tibia) than any other oil used at a 
level of 1% added to the basal ration. 

Think of it—Nopco at 4%% better than 
any other Oil at 1%. You can always de- 
ye upon Nopco—it is the best Cod Liver 

on the market. Ask us for prices. 


FEED SUPPLIES, INC. 
506 Chamber of Commerce 
Milwaukee Wisconsin 


EED CORN 


4 White Yellow 
and Varieties 


From Certified Seed 


By the Bag or By the Car 


Satisfaction or no money 


Your inquiry solicited 


ARCHIE B. SPURGIN 


COLUMBUS, INDIANA 


anity Fair 


Flour 


Laboratory Tested. 
Made Right and Priced Right. 


Write for our prices in straight 
and mixed cars with bran, midd- 
lings, Cannon feed (flour midd- 
lings), and Billie feed (red dog). 


Cannon Valley Milling Co. 


MINNEAPOLIS, MINN. 
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expands with 


Printed messages 
They are profitable 


ADTKE ORTSCH 
BROS. Co. 
Estasuisuep 1894 

PRINTERS 
LITHOGRAPHERS 
BINDERS 
522 N. MILWAUKEE STREET 
WISCONSIN 
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INCREASE THE 


MILK YIELD 
BY FEEDING 


@ 


PURITY DRIED 
GRAINS 


Protein 21% Fat 6% 


A perfect feed for the 

Dairy Cow and all 

other farm animals. 
WRITE 


Jos. Schlitz Beverage Co. 
Dept G. Milwaukee, Wis. 


Dependable 
Western 


Alfalfa Meal 


for 
Dairy and 
Poultry Feeds 


The Denver Alfalfa 
Milling, & Products Co. 


LAMAR, COLORADO 


Branch Sales Office, 
403 Merchants Exchange, 
St. Louis, Mo. 


Lat more of it~ its Healthful 


LOUISIANA SALT 


*‘Nature’s Purest”’ 


Here is an economical 
salt, because its strength 
and purity make possible 
the use of less Myles Salt 
than any other salt to do 
a given job. It contains 
no moisture when packed 
and is guaranteed not to 
harden. Farmers like 
Myles Salt because of its 
even-running grain and 
general all around use on 
the farm. 


Packed in MylesHome- 
spun Grey or White Bags. 


Write for Prices and Samples 


Myles Salt Co., Ltd. 


Chicago Sales Representative 
360 NO. MICHIGAN AVE., CHICAGO, ILL. 
Telephone State 6276 


Both ‘‘A” and “D” Vi- 
tamins, so essential in 
starting feeds, are sup- 
plied by Marden’s— 
pure, full strength, pro- 
perly balanced, as in- 
tended by Nature. It 
increases chick PRO- 
FITS by reducing chick 
losses! Biologically 
tested and certified, 
Marden’s Certified Cod 
Liver Oil is the choice 
of particular poultry- 
men and feed mixers for 
their finest feeds. Yet 
it actually costs less per 
feed ton! 


Write for booklet and 
low quantity prices. 


MARDEN- WILD Corp. 


512 Columbia St., - Somerville, Mass. 
212 East Ohio St., - Chicago, Ill. 
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Meat Products 
Have BeenThe | 
Quality Standard 


for 40 Years... | 


~ Because we have constantly improved 
our methods of manufacture over a 
period of 40 years, our Meat Feeds 
have the confidence and are in con- 
stant demand by Poultrymen and 
Feed Mixers everywhere. 


Darling’s 50% Meat Scraps 


For poultry, with a minimum amount of grease, 
and specially fine ground for mixing purposes. 


Darling’s 60% Digester Tankage 
Rich in protein, a wonderful body builder for 
hogs. 

Darling’s Special Steamed Bone Meal 


A supplementary feed for all animals and an 
important ingredient in mineral mixtures. 


Big 50 Meat and Bone Scraps 
May we send you the facts? You will find 
them interesting and your inquiry will receive 
our prompt and full attention. Write today. 


DARLING& 


COMPANY 
4204 So. Ashland Ave. ‘x 
CHICAGO, ILLINOIS 


NEED MEAT” 


RDRATE artificiallydried 
Alfalfa i is the finest meal obtainable 
for mixing with mash and feed for- 
mulas. Ardrate Alfalfa has the 
following advantages over sun- 
dried Alfalfa: 10% more protein; 
7 times richer in vitamin “A”; 

lower fibre content; natural color. 


ARNOLD DRYER CO. 
Manufacturers of the “‘Ardrier”’ 


3000 W. Montana St. MILWAUKEE 


Write or wire at 
once for prices and 
generous mixing 
sample. - ---- - 
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Mitchell Building “UI Daly 0336 
MILWAUKEE 
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Sold in Boxes and Bags 


a Two-in-One Product 


PEARL GRIT supplies necessary 
minerals for growing chicks and laying 
hens and serves asa grinder. Itisa 
fine quality limestone grit, high in 
calcium carbonate content. When 
your customers feed Pearl Grit, no 
other grit or oyster shell is required. 
It serves a double purpose and many 
tests have proved its ability to in- 
crease egg production. 


PEARL GRIT CORPORATION 
PIQUA, OHIO 


can 
the 


Existing machines of 
practically all makes 


BALANCED 


be converted to 


BUHLER DRIVE 
Vv 


Write for 125 FB Catalog 


S. Howes Co.,. Inc. 


The BUH 4 KR rr the most radi- 
cal improvement made in 


graincleaners during the past 
twenty years. 


The most highly refined sieve- 
for oscillating and shoe-balanc- 


ing mechanism the world has 


Separators and Graders known. 


It replaces the eccentrics, ec- 
centric shaft, connecting rods 
and other cumbersome, pow- 
er-wasting, trouble-making 
parts of the ordinary shoe 


drive. 
Silver Creek, N. Y. 
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Quantity of Cod 
Liver Oil necessary 
to produce amount 
of vitamin concen- 
trate shown in 
small vial. 


rey" HINK of what it can mean in in- 

creased profits. Tests conducted at 
one of the prominent agricultural schools 
in New England showed that when Vita- 
mins A and D as found in cod liver oil were 
added to an ordinary basal ration—- 


Egg Production increased over 47% 

Hatchability increased over 33% 

Livability of young chicks in- 
creased over 100%. 


Another series of tests conducted by Dr. 
Henry T. Mason to determine the effect on 
the weight of chicks raised for broilers 
showed the following remarkable results. 


When these vitamins as found in cod liver 
oil were added to an ordinary basal ration 
in common use, the weight of the chickens 
at broiler age was 100% greater than when 
the basal ration without the addition of 
the cod liver oil vitamins was fed. Even 
when a basal ration especially designed to 
promote extremely rapid growth was used 
the addition of the cod liver oil vitamins 
increased the weight over 10%. 


With CLO-TRATE you can add these - 


necessary vitamins to your feed at an in- 


Over 47% Increase 
in Egg Production _ 


10% to 100ZG Increase 


in Weight of Broilers 
Less than 2% Increase 
in Cost of Feed 


Amount of Vita- 
min Concen- 
4 trate obtained 
after removal of 
vitamin-free 
fats from Cod 
Liver Oil shown 
in large vial. 


creased cost of less than 2%. Compare 
this slight increase in cost of feed with the 
possibility of increased profits as shown by 
the tests. There is no other way in which 
both these necessary Vitamins A and D 
can be added at so small a cost, the cost 
with CLO-TRATE being less than half the 
cost where ordinary cod liver oil is used. 


CLO-TRATE is a concentrated cod liver 
oil from which the bulk of the non-vitamin- 
bearing fats has been removed as shown 
in the illustration. It supplies the ideal 
combination of both Vitamins A and D as 
found in cod liver oil and equally import- 
ant, it supplies them with a minimum of 
fats. Excess fats are injurious to chickens, 
upset digestion, and materially reduce the 
effectiveness of the vitamins. 


CLO-TRATE mixes readily with any 
feed. It has all the advantages of straight 
cod liver oil without its disadvantages. It 
is superior to any feed supplying Vitamin 
A or Vitamin D alone. It is most economi- 
cal. It will pay for itself many times over 
in the production of strong, healthy poultry. 


Write today to the office nearest you for 
further information and quotations. 


HEALTH PRODUCTS CORPORATION 


113 North 13th Street, Newark, N. J. 


323 West Polk Street, Chicago, III. 


Reg. U. S. Pat.Off. 


COD LIVER OIL 
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Its Quality Never Varies 


4 ECORD King Midas sales have 

again proven that superior qual- 
ity attracts and holds business. 

While many mills have thought it neces- 

sary to put a cheap flour on the market 

to meet present conditions, King Midas 

has never wavered from its determination 

to make and sell the best flour that can AND WORTH ALL COSTS 

be milled. King Midas quality has and Fe ies. 

will be maintained and as a result, actual 

bake tests show the quality leadership of 

King Midas, as compared with most flours, is greater today 

than ever before. 


——— 


With thrifty consumers recognizing that the best flour is the 
cheapest in the long run, King Midas sales have steadily in- 
creased and King Midas sales leadership has climbed hand in 
hand with King Midas quality leadership. That’s why the 
King Midas mills (all in Minnesota) are operating so nearly 
to capacity. 


The King Midas Mill Co. and King Midas dealers know 
that quality is rememberd long after the price is forgotten. 
Quality is the surest foundation for permanent success. 


KING MIDAS MILL CO. 


MINNEAPOLIS, MINNESOTA 
Over 1,000,000 Barrels Yearly Production 
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